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The open door to banking service | 


Individuals, commercial concerns and 
banks in all parts of the world, as well 
as our many thousands of customers 
here in Chicago, have come to recognize 
the great colonnaded entrance of the 
Illinois Merchants Trust Company as 
the open door to banking service. 


The specialized facilities of this insti- 
tution for commercial banking, foreign 
banking, investment banking, savings 
and trusts make the Illinois Merchants 
Trust Company an advantageous Chicago 
connection for banks or business con- 
cerns, wherever they may be located. 


ILLINOIS MERCHANTS TRUST COMPANY 


Capital & Surplus 45 Million Dollars 
CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





Rand M°¢Nally Indexed Pocket 
Maps are indispensable to trav- 
elers. They show the best routes of 
travel—by rail, water, road, and air 
—everywhere. They show every 
place that has a name, giving com- 
pote knowledge of surroundings 
Separate maps are available 
for Continents, Countries, States, 
Provinces and Territories. Folded 
to convenient pocket size, 35c or 
50c at leading booksellers’, station- 
ers’, news stands and druggists’. 


Rand MCNally Maps 
for every purpose 


School Maps Climatic Maps 
Auto Road Maps Economic Maps 
Political Maps Linguistic Maps 
Commercial MapsHistorical Maps 
Radio Maps Mileage Maps 
Population Maps City Guitle Maps 
Special Maps to order 
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nown of the earth 


LONG about 1506, one John Ruysch 
A sat down to depict, with great 
pains, and after consulting all the 
authorities at his disposal, “‘an enlarged 
map of the known world, drawn from 
recent discoveries.” 

As would be expected, the result 
showed something quite different from 
the “known world” of today. 


But, between this ‘‘known world” 
and the world as you know it—unless 
you are a very exceptional person—is 
not the difference quite as great? 

You’ll find it fascinating pastime to 
try the experiment. + As well as you 
can, and without consulting any printed 
map, make a map of your own, of the 
world as you see it. 

You will probably find, upon checking 
up, that you have made as many omis- 
sions as John Ruysch did in the map 
reproduced above, though they will not, 
of course, be the same ones. 


Yet your facilities for the study of 


geography are at least a hundred times 
greater than those of John Ruysch. 

You have an abundance of maps and 
atlases already made,—both interesting 
and profitable to read, as entertaining 
and as full of cultural value as some 
of the world’s best books. 


And no book is easier to read, none 
more stimulating to the imagination, 
none more inexhaustible as a source of 
intellectual recreation. 


Why not acquire the excellent and 
stimulating habit of reading them? 
Study them frequently: Teach your 
children to enjoy them. 

Rand M€Nally Maps, Globes, and 
Atlases are always scientific, accurate, 
up-to-date. Obtainable at leading book- 
sellers’ and stationers’ or direct. 

The habit of scrupulous accuracy 
down to the last detail, required in 
the making of maps, extends to all 
Rand M¢Nally & Company’s greatly 
varied activities. 


MENALLY & GomPANY 


Map Headquarters 


Dept. N-12 


536 S. Clark Street, Chicago 
Washington 


San Francisco 


270 Madison Avenue, New York 
Los Angeles 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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There are eight hundred and 
fifty-seven Banks and twenty 
Trust Companies in Michigan. 
Five hundred and thirty-six of 
these carry accounts in Detroit 
Banks. Itisasignificant fact that 
three hundred and twenty-six, 
or more than sixty percent, have 
selected the First National Bank 
as their Detroit depository. 


First NATIONAL BANK 


CENTRAL SAVINGS BANK 


FIRST NATIONAL COMPANY 
OF DETROIT, INC. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





THE BANKERS MONTHLY 
ROUND TABLE 


Inside Facts 
N ANY inside facts on management 


taken from the experience of banks, 
large and small all over the country will 
be revealed in a series of articles to begin 
in the January BANKERS MonrHLy. 
These articles treat of the the various 
phases of bank management that control 
the inerease of net profits. 
They are written by H. C. Stronek, 
special counsel on administrative prob- 
lems to the Comptroller of the Currency. 
Mr. Stronck was edueated in engineer- 
ing, receiving his professional degree in 
1913 from the Colorado School of Mines. 
Immediately thereafter he spent some 14 
months in Continental Europe, prin- 
cipally Germany and France in eonnec- 
tien with industrial 
studies of 


studies, general 
trade 


merce, and political science. 


economics, and com 

Since 1915 he has specialized in the 
evaluation of eredit risks. This work 
is carried on for investment bankers and 
commercial bankers to determine the 
merits of probable long time or short 
time financial issues. He also has work 
with industrial mergers, 
management of 
whose financial position is weak. 


in connection 
and in the coneerns 

A number of years ago his work ex- 
tended itself into the operating and ad- 
ministrative banks. He 
originated what is now termed “Earning 


problems of 


power survey” and “Management ex- 
eminations of banks.” 


The First Bank House Organ 
WHat is thought to be the first house 


organ of a bank has been unearthed 
in Chicago. It is a publication known 
as the “Christian Banker” and was is- 
sued by Seth Paine, a Chicago banker 
on New Year’s Day, 1853. The name 
is significant and the rules for loaning 
money, Which this issue contained, some- 
what carries out the spirit of the name. 
Some of the rules are as follows: 

We loan to no one to pay debts. 

We loan to no one to aid in murder 
of anything which has life. 

We loan to no one.to aid in speeculat- 
ing in that which is necessary to life. 

We loan nothing on real estate, believ- 
ing that real estate cannot be bought 
and sold and that possession with 
use is the only title. 

We loan nothing to aid in making or 
selling intoxicating liquors or to- 
baeco in any form. 

We loan 


usurers who borrow to loan again. 


nothing to gamblers or 


The International Viewpoint 


A TIMELY warning was recently is- 
“sued by George Woodruff, vice 
chairman of The National Bank of the 
Republic of Chicago, when he said: 
“Politically, we may hold aloof, but 
financially we must be international in 
our viewpoint. Europe we must help, 
more for our own interests than for theirs. 
It may push off our day of trial if 
our banks seek the liquid loans they 
cannot find at home, in those more con- 


We Must 
Interest Ourselves 
in Foreign 
Securities 


By Me tvin A. TRAYLOR 
President, First National Bank, Chicago 

ANY bankers dismiss 

the subject of for- 

eign securities with -the 

thought that they neither 

originate nor participate 

in foreign loans and that 

it is Wall Street’s 
problem. 

Let me remind you, 
however, that it is daily 
brought to the doorstep 
of every banker and every 
investor of the country 
through the domestic sale 
of these securities to your 
depositors who are pay- 
ing for them with de- 
posits from your bank. 
Whether you will or not 
you are becoming inter- 
ested in every venture in 
the world no matter 
where located, the secur- 
ities of which are finding 
lodgment in your com- 
munity and with your 
people. 


servative centers in Europe where the 
demands for actual liquid business loans 
are keen. 

“And would it not be safer to us to 
induce bank funds to flow to Europe by 
calling to the attention of banks the 
dangerous nature of available loans on 
this side of the water, rather than by a 
cheapening of credit here that is sup- 
posed to prompt banks to find better 
rates abroad, but that in large measure 
now turns banks toward even slower 
loans in the quest for better rates at 


home?” 
* * * >. 


The Banker's Job 
AWN interesting picture of a modern 
~~~ banker is given in a circular received 
from the Literary Digest. It is in part 
as follows: 
He helps people decide— 
The kind of houses they will live in. 
The development of their business. 
The factories they will build. 
The schools to whieh their children 
will go. 
The automobiles they will buy. 


The vaeations they will take. 
* 7 7 * 


Will all Banks be National 
in 1950? 


WE are gradually learning sinee the 
passage of the McFadden Act that 
state banks have very little real advant- 
age over national banks and that national 
banks have considerable advantage, when 
the country as a whole is considered. 
When Melvin Traylor, as the final act 
of his administration as president of The 
American Bankers Association appoint- 
ed a committee to reorganize the associa- 
tion, he sounded a keynote which will 
surely grow in the minds of bankers 
and which may lead to the 
elimination of state banks. 
The new committee, it is understood, 
will reorganize the Ameriean Bankers 
Association on the banking 
functions rather than on the basis of 
banking charters. 
The bankers chiefly concerned with 
the commercial end of the business will 


eventual 


basis of 


meet together, no matter whether their 
charters were issued by the federal gov- 
Another group 
will give special consideration to trust 
The investment side of bank 
ing will be covered in other sessions. 
Will all banks be national in 1950! 
This question is worth thinking about. 


ernment or by a state. 


business. 
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HIS enthusiastic 


Cheque is just plain 


statement is from “ e paper until counter- 
the letter ofa banker who signed by its owner. 
tried his own bank’s ser- To ] al e 


vice on a trip abroad. — 
His bank is one of the 


3. Everywhere he 
found himself using 


16,000 in America that lransaction Fe as ag er eae + 


recommend American 
Express Travelers’ 


all principal cities and 


Cheques to depositors and the grea test travel centers the “sky 


who may be leaving for a 


blue” Cheque gave him 


short or prolonged trip. personal service any the privilege of calling 


Why was this banker 


bank can render a upon an American Ex- 


press Company office, 


enthusiastic ? traveler - depositor.” representative or Cou- 


Because he found: 


1. The “sky blue” American Express 
Travelers’ Cheque is safe and usable 
money in practically all parts of the world. 


2. He eliminated all fear of loss or theft 
of his travel funds, as the “sky blue” 


rier for helpful advice 
or counsel. 


Will this banker seek to give more and more 
attention to this phase of good-will building 
in his bank P Wouldn’t you if you knew the 
simple, profitable sale of American Express 
Travelers’ Cheques could give your depositors 
sO many advantages P 


AMERICAN EXPRESS TRAVELERS’ CHEQUES 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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The Marine Knows 
Buffalo 


Because The Marine has been 
growing with Buffalo since 
1850. The total population of 
the city then was nearly 100,000 
less than the number of Marine 
customers today — 140,000. 


m™ MARINE 
TRUST GOMPANY 


OF BUFFALO 


Resources more than $200,000,000 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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ANYONE CAN MAKE LOANS 















“A MAY I wait on you?”, said one of 

our officers to a man who had 
been standing near the rail for a short 
time. 

“Well, I don’t know,” replied the man, 
“IT am waiting for the only officer I 
know here in the bank.” 

“What business did you wish to trans- 
act?”, inquired our officer. 

“IT wish to make a loan and this other 
man is the only officer who knows me.” 

“I can serve you just as well as he,” 
replied the officer. “If you will tell me 
your name, I can give you a prompt 
reply on the money you wish to borrow.” 

The loan was quickly made for the 
customer proved worthy of credit and 
he went out of the bank feeling much 
hetter towards us than he did before. 

This transaction was made possible 
because we have a eredit file so planned 
that any officer can use it. It is kept up 
to date so well that usually nothing but 
the file itself is needed in passing on a 
loan. 


Central File Helps 


Furthermore, our record of each eus- 
tomer in our central file is such that 
this, together with the eredit file, en- 
ables an officer to make a prompt and 
aceurate decision. 


A few days later, another eustomer 
applied for a loan. He had been a 
patron of the bank for about eight 


months, carrying a good account. This 
was the first time he had asked for a 
loan, however. The officer referred 
frst to our credit file, which requires 
that references be given by new patrons. 





WITH THESE CREDIT FILES 


A system developed over a period of years that all information might be 
available to any officer and thus avoid the bad practice of carry- 
ing credit knowledge in the head of one official 


By HUGH M. JOHNSON 


Chairman of the Board, The American-First National Bank, Oklahoma City, Okla. 


The ecard showed that three banks had 
lost money on this patron and, of course, 
we refused to make a loan and thus pre- 
vented a loss, which was possible because 
of the fact that réferences were given, 
immediately followed up, and the replies 
entered on the file card. 


What the System Includes 


On another oceasion, one of our eus- 
tomers had a small overdraft. Instead 
of sending him a notice of this overdraft, 
the officer who handled it, examined the 


central file ecard and discovered that 
this same man had three affiliated ac- 
counts all carrying good balances. 


Naturally, no notice was sent and we 
avoided offending a customer who might 
have withdrawn the three good accounts 
if we had given him any chance to take 
offence because of a notice for an over- 
draft. 

In order to better understand why this 
information is so quickly available, I 
will explain fully just what our central 
file card contains and what our credit 
file contains. 

The central file card contains the 
man’s name, address, business, business 
address, length of time he has lived in 
our city, his former residence, previous 
banking connections, references, affiliated 
accounts, initial deposits, the make-up 
of the initial deposits, and remarks. 

On the other side of the card we have 
a record of the monthly average balance 
in his echeeking account; a record of all 
certificates of deposit; a record of his 
credit line, giving the date of opening 


and closing; a record of his rental of a 


9 


safe deposit box; and information re- 
garding his savings account. 

It is readily seen that reference to this 
eard gives a splendid idea regarding the 
man’s transactions with the bank, and 
the eases I have already given show how 
valuable this information is at times. 

Now to deseribe the eredit files. These 
consist primarily of three forms and any 
other documentary evidence that will en- 
able an officer to pass upon credit. 

The first form is labeled, “credit in- 
formation,” and contains, in addition to 
the eustomer’s name and address, in-- 
formation as to his business, the length 
of time the customer has been known to 
the loan officer, the person who recom- 
mended him, a statement of his previous 
loan record, his probable worth, reason 
for the loan, total line of credit, rate of 
interest charged, average balance car- 
ried in checking account, other accounts 
maintained in our bank, collateral or 
endorsements and value of the same. 


Why Mistakes Seldom Occur 


On the bottom of this sheet is spaec 
for recording the recommendations of 
the discount committee. In this space is 
indicated the size of the open line of 
credit approved by the committee, in- 
formation as to whether the loans are 
to be made on collateral only, instructions 
from the committee that payment should 
be requested or a reduction should be 
requested, instructions from the com- 
mittee that no loan should be made. At 
the side of this is a space in which other 
officers of the bank indicate approval of 
the committee’s action. 







CREDIT FORM NO. 1 
AMERICAN-FIRST NATIONAL BANK 
OKLAHOMA CITY 


FILE OF 
DATE 4-1-26 


1. Business 


Known to me for 


Since Organization 


Mr. Dixon, a customer of 
this bank for 20 years. 


. Previous loan record GOOd 


. Recommended by 


. Probable worth $ 100,000.00 


Reason for loan 


BANKERS MONTHLY for DECEMBER, 1997 


Kh - C - q_woenn~ 


CREDIT INFORMATION 


Pioneer Manufacturing Company, 
ADDRESS 416 We. Pine Street, Oklahoma City. 


Manufacturers of Automobile Accessories. 


8 Original loan $25,000.00 


Bate 7Y 
Average balance $ 5,000.00 


Affiliated accounts George D. Dixon 


Customer and justified by financial statement. 


~ Collateral or endorsements and value of same: Personal endorsement of George D. Dixon, President 
of this corporation, whose personal statement shows him to be worth in ex- 
cess of $550,000.00, principal assets consisting of marketable securities 


over $102,000.00 and an office building unenc 
worth $175,000,00, yearly rental $18,000.00. 


2. Supporting information: 


The Pioneer Manufactaring Company was organized about three 
Mr. George D. Dixon, who has been one of our valued customer 


of many years. 


They manufacture automobile bumpers and other 
nice progress since the beginning of business, 
rate worth in excess of $100,000.00, 
Statement, which is attached hereto. 


Their needs are seasonal and they are not constant borro . 
has always offered his personal endors mele 
strength to the credit extended them, 


files shows him to be worth in 
associates in this business are mo 
is unquestionably good. 


Statements Received 





excess of $350,000.00. 


umbered, Pirst and Pox Streets, 


years ago by 
& Over a period 


accessories, and have made 
having accumulated a corpo- 


according to their latest financial 


Mr. Dixon 
ement which adds ample financial 
as his financial statement in our 


Mr. Dixon and his 


st highly regarded, and the moral risk 


(SIGHED) 
Lending Officer 


Recommendation of Committee 


Openline$ 25,000.00 or more if endor 
by Mr. Dixon. _ 


Loan only on collateral 
Payment 
Ask for 


(Redu 


Do not lend 


Concurred in by 


(Oth f i y 
proval oy {ai tists cess e8Piere, ) 


(Sheet No. 1) 


With information like this available to every officer, loans are quickly and 
safely made, no matter what officer may be absent from the bank. 


Thus there can be no question as to 
just what is to be done with any ac- 
counts when an this 
sheet. 

This form is filled out at the time of 
an initial loan. It is again taken up and 
either a new one made or this one cor- 
rected when there is a change in. the 
status of the borrower and when new 
collateral is accepted. 


officer refers to 


The lending officer fills out this form 
and he is required to give complete in- 
formation regarding collateral and en- 
dorsement and as supporting informa- 
tion, he is expected to give all facts that 
are pertinent to the credit of the cus- 
tomer. 

As soon as he has completed the sheet, 
he signs and refers it to the discount 
committee for immediate action. This 
committee meets every day and gives 
prompt returns on these reports. An 
important part of our plan is that when 
information of this sort has been placed 
in the file, it must remain there so that 
there is all of the history of the cus- 
tomer available for any officer. 

This sheet has an important advantage 
in that a bad loan can never be charged 


to any official. If the discount 
committee passes on the loan favorably 
and other officers of the bank O. K. the 
action of this committee with their ini- 
tials on this sheet, certainly no one of- 
ficer can be blamed. As a result, there 
is always harmony and lack of criticism 
if we ever have losses on loans. 


one 


The Statement Analysis 


The second form is an analysis of the 
statement, a record of borrowings, and 
deposit balances. At the top of the card 
is the date on which a statement was re- 
ceived and the following items are filled 
in: Current assets, current liabilities, 
net worth, and remarks. 

For example: In the case of one cus- 
tomer, a line opposite the record of the 
first statement and under the heading of 
“remarks” had this information: ‘“Com- 
pany organized about three month’s ago.” 
On the second line at the time of sub- 
mitting of the second statement, was 
this information, “Paid 8 per cent divi- 
dends during 1924.” On the next line 
was this record, “Paid 10 per cent divi- 
dends during 1925.” 


In the record of borrowing is a list of 


the dates on which loans were made, the 
size of the loan, and the average bal- 
ance at the time of the loan. 

When all eredit has been cleaned up, 
the date is put down and the word “out” 
is written in the column marked “Line 
of eredit.” 

At the bottom of this sheet is space 
for recording information regarding 
trade reports. On one of these sheets, 
this information is entered: “Both Dunn 
and Bradstreet show good progress for 
the past two years. 
all bills discounted.” 

The third form in our eredit file js 
really no more than a blank sheet of 
paper with this heading at the top, 
“Credit file of.’ Underneath a line on 
which the eustomer’s name is written is 
the word “remarks” and here is written 
any other information on the borrower 
including any criticism made by bank 
examiners regarding the borrower or the 
bank’s treatment of him. 

The statements and all 
other documents are also filed along with 
these three and customer 
of the bank has a separate folder which 
is quickly available to any officer. 

It cost about $50 to install our central 
file and even less to install our credit file. 
Certainly no bank, no matter how small 
ean afford to be without these two valua 
ble sources of information. 


Trade reports show 


themselves 


forms every 


AIR MAIL INCREASES 


Nearly 19 tons of air mail were han- 
dled at the Chicago end of the Chieago- 
San Francisco mail 
September. 

The tonnage was 


air route during 
an inerease of ap- 
proximately 76 per cent over the same 
month last year. The incoming mail 
amounted to 20,440.10 pounds, while 
17,456.11 pounds were dispatched west- 
ward. The total weight is the equiva- 
lent of about 1,212,714 letters. 

The planes on the San Francisco route 
flew 120,000 miles in carrying the letters, 
without the loss of a single missive. The 
time saved by air mail from Chicago to 
San Francisco is forty-one hours. 


The National Bank of New 
York announces the appointment of J. 
H. Richardson as special European rep- 
resentative with headquarters at 114 
Leadenhall St., London. Mr. Richard- 
son was formerly with the Guaranty 
Trust Co. in New York and in Belgium, 
and comes to the Grace National Bank 
from the Commercial Investment Trust 
of England. 


Grace 


W. B. Geery of St. Paul was elected 
governor of the Ninth Federal Reserve 
Bank of Minneapolis. He succeeds Roy 
A. Young who recently resigned to be 
come the federal reserve 
board. 


governor of 
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DISCOUNT RATES SHOULD VARY 


Some facts which throw light on the rediscount issue raised by 


HERE is nothing like a dispute to 
bring an issue to the front. In ali 
probability, there are now more people 
in the United States who have definite 
opinions regarding the merits of the 
rediscount issue, raised by the Chieago 
Federal Reserve Bank with the Federal 
Reserve Board at Washington, than had 
known, before this argument got started, 
that there were any “rediscount rates.” 
Strangely enough, one very signifieant 
fact bearing upon the merits of this 
issue, appears to have been quite com- 
pletely overlooked in the public dis- 
cussions of it, and yet this faet lies at 
the very heart of the resistance which 
was offered by the Chicago bank, and 
certain others in the west and south, to 
the lowering of their rediscount rates. 


Chicago Paper Runs Longer 
The commercial paper which is re- 
discounted in the Chieago market (by 
the Chicago Federal Reserve Bank) has 
a longer time to run to maturity than 
in most of the other banks of the Fed- 
eral Reserve System. This paper is less 
“liquid,” therefore, than the rediseount 
paper of other banks and it cannot be 
handled profitably at so low a rate as, 
for instance, that offered at Boston or 
New York where the average maturity 
is very much shorter. 

It is almost axiomatie in banking that 
the lender is entitled to inerease his rate 
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Distribution of rediscount holdings of the 12 federal reserve banks according to maturity periods. 
these banks naturally group themselves into two classes. One includes those banks having a high percentage of short time 
Paper, and the other includes those banks having a small percentage. 


the Chicago Reserve Bank with the Federal Reserve Board 





By HARLAND H. ALLEN 


Of Halsey, Stuart & Co., Chicago 


of interest for short-term loans as the 
maturity lengthens. Call money usually 
gets the lowest rate; paper under 15 





HARLAND H. ALLEN 


Mr. Allen is an economist, formerly 
on the staff of the University of Illinois; 
later Dean of the Commerce School, 
Oklahoma State College, and author of 
financial articles which have appeared 
in 150 daily newspapers. 
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CLEVELAND 


days comes next; 30 to 60 day loans are 
generally higher, and so on. 

The average maturity of commercial 
paper rediscounted at the Chicago Fed- 
eral Reserve Bank has more than four 
times as long to run as does the redis- 
count paper of the New York bank. In 
facet, only two of the 12 federal reserve 
banks, Atlanta and Dallas, have average 
maturities longer than Chieago. 


Average 


Maturity 
Federal (in Days) of 
Reserve Rediseount 
Bank paper 
New York 4.51 
Richmond 5.86 
Boston 6.53 
Cleveland 6.55 
Philadelphia 9.59 
San Francisco 9.62 
Kansas City 12.64 
St. Louis 16.20 
Minneapolis 17.04 
Chieago 17.88 
Dallas 27.20 
Atlanta 30.44 


From the table it is seen that the 
average maturity of rediscounted com- 
mercial paper at the Atlanta bank is 
almost seven times as long as at New 
York; Dallas paper has six times as long 
to run as New York. The contrast is still 

(Continued on page 46) 
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BANKERS MONTHLY for DECEMBER, 1927 


The June issue of THE BANKERS MONTHLY came to my desk yesterday, 
and I was greatly pleased with the abbreviated photograph of “Yours truly” 
(reprinted above). The picture does my nether extremities full justice and I 
am quite sure my friends would recognize me anywhere.—Mike H. Malott, The 


Citizens Bank, Abilene, Kans. 


Unfortunately, we neglected to explain that Mr. Malott was standing at the 
front end of the golf bag and the photographer didn’t have the heart to include 


him in the picture.—Editor. 


MIKE AND GUY HAVE IT OUT 


The warm controversy started by an insinuating article in the June 
Bankers Monthly is continued here by two A. B. A. Convention golf 
bugs. If you can’t stand the vile language of a loser, better not read this. 


Guy’s Accusation 


N THe Bankers Montuiy for June 

appears an article by M. H. (Mike) 
Malott in which he makes reference evi- 
dently with a great deal of pleasure and 
satisfaction, to a game of golf played 
during the 1926 convention at Los 
Angeles. 

He mentioned my name. Honesty 
prompts me to admit—with the deepest 
humiliation and chagrin—the correct- 
ness of his statement as to the outcome 
of the game, and I acknowledge, thus 
publicly, my ignominious defeat which, 
as we say in California was “unusual.” 
For the other two members of the four- 
Mr. Pherrin and Mr. Fitzwilson 
there is no excuse, as “defeat” has be- 
come a habit, but for the writer there is 
a perfect alibi which, in justice to my 
game and reputation, J think I should 
explain. 

Mike golf clothing (not 
togs) from me, and I quote what he says 
about them—about borrowed 
from a friend. 


some, 


borrowed 


clothing 


“They were miles too big,” as though 
my latitude and longitude were something 


freakish. “Miles too big.” Pish! and 
tush! I am nearly a perfect 36 and 
while the wildest flight of imagination 
could not characterize Mike as being per- 
fectly fitted, it was because it’s a diffi- 
cult matter to place fitting raiment upon 
one whose general outline resembles a 
fish pole. As a matter of fact, the 
clothes were neat in appearance (on the 
writer) serviceable and comfortable (on 
the writer) and nothing wrong with 
them, except that part of the seat of the 
knickers was missing, a minor detail in 
golf. 

I quote again. “Made me look like the 
vintage of 1860.” Ha, Ha, Ha, (demo- 
niae laughter). Indeed, (sarcasm). 
Again I shall tell the truth. No words 
of mine ean describe just what he looked 
like because he had not the slightest re- 
semblance to anything which at the pre- 
sent time inhabits this terrestrial sphere. 
Night after night—following this game 
—I awoke screaming with terror, having 
dreamed I again saw Mike, clothed as 
upon that oceasion. 

Proven alibi. -I don’t care 
who he, or she is—can coneentrate on 


No one- 


their game envolved in an atmosphere 


of approaching catastrophy such as con- 
stantly anticipating that one member of 
your foursome is about to lose his golf 
pants and proceéd in his B. V. Ds. It 
simply is not done in California. 
Mike, don’t you ever snap your fingers 
at me again. 
Respectfully (I mean it) 
GUY E. BOWERMAN. 


Mike’s Rebuttal 

AVE taken out tornado insurance as 

additional case my 
friend Guy E. Bowerman has another 
brainstorm, and breaks into print again. 
I give you “earte blanche” to print his 
scurrilous attack on me, and my thesis 
on “golf”, and agree to hold you harm- 
less from any libel suit which may be 
brought in any federal court by me or 
in my name. 


protection in 


My contribution was a real literary 
gem—a diamond in the rough, so to 
speak, compared with the cholerie ef- 
fusion in which he sought to answer my 
allegations. No rebuttal is necessary, 
for his whole reply (devoid of a single 
proven fact) is incompetent, irrelevant 
and immaterial and I demur to the evi- 
dence which he submitted. 

I gave him four hours of my valuable 
time that should have been devoted to 
stabilizing the dollar in order that I 
might remain a few days longer in sunny 
California. 

All that bird did for me, was to come 
down to the Biltmore Hotel in his limou- 
sine, take me out to the Los Angeles 
Country Club, fit me out with golf 
clothes, a few new Silver King. balls, pay 
the green fees, provide a caddy and then 
give me a luncheon at the elub. 

Why I have listened to him for ten 
hours at a stretch, expatiating on the 
merits and beauties of California, with- 
out letting him know I was bored. It 
takes him 20 minutes to reach a comma, 
60 minutes to come to a period, and at 
the end of the sixth hour he will tell 
you he has only seratched the surface, 
and at the ninth hour is just beginning 
to warm up to his subject. 

Guy criticises me for using the word 
“togs” as applied to the paraphernalia 
that he loaned me. I apologize in most 
abject humility, for Webster says, “when 
‘togged up’ we are dressed in our best.” 
I should have said “clothing” 
we send to the missionaries after having 
stored them in the attic for a couple of 
years. 


such as 


I leave it to the judge and jury what 
punitive damages should be assessed for 
the defamation of my Christian charae- 
ter, and confidentially anticipate the 
verdict. 

In conclusion, I ask the court to deal 
as gently and as leniently with Guy 4s 
the law and the evidence will permit, 
for there is no bitterness in my heart. 


MIKE H. MALOTT. 
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6AATY fire insurance policies are the 

best to be obtained, and written 
to give me the very greatest of protee- 
tion, yet I enjoy the lowest rates,” em- 
phatically stated a client who owned his 
own building, to his banker as they dis- 
cussed insurance and, credit. 


The rejoinder was 
know ?” 

“Because,” he replied, “I made it my 
business, with the help of my agent to 
make it so.” 

And so started a diseussion which 
prompts similar important 
recommendations to bankers 
regarding the importance of 
high elass fire insurance pro- 
tection at the lowest of pos- 
sible costs as a eredit factor 
of importance. 

High class fire insurance 
protection means to have in- 
surance which covers fully 
and ecompletely—fire insur- 
ance that will indemnify 
you for loss, yet not cost ex- 
cessively in the way of pre- 
mium. 

In fire insurance, the ex- 
perience of the insurance companies in- 
dicates that the average business house 
which is under-insured, frequently to an 
extent where the portion of the fire loss 
which the assured has to bear himself is 
sufficient to foree him into bankruptcy. 
Therefore the first question for the banker 
to consider is, “Is he properly insured ?” 


“How do you 


How To Check Up on Insurance 


To obtain the answer to this question, 
suggest first that your client inventory 
his property. If he owns the building 
in which he.is loeated, or any other 
buildings, have them appraised by a re- 
liable appraisal company. Then ex- 
amine his insurance policies and see if 
the total amount of insurance equals the 
full value of his property. 


Right here it is advisable to point out 
that in fire insurance policies covering 
buildings it is usually permissible to have 
What is called the “foundation clause” 
attached. Are you familiar with it? 
Do you know that such a elause ean save 
money ? 


The working of that clause varies in 
certain sections of the country, but in 
general it provides that the cost of ex- 
eavations, and the cost of foundations 
below the level of the ground where 
there is no basement, or below the level 
of the lowest basement floor, may be 





INSURANCE PREMIUM SAVINGS. 


What loan officers should know about fire insurance to 
protect the property of borrowing customers 


By C. T. HUBBARD 


excluded from the coverage of the policy, 
and, therefore, excluded in the applica- 
tion of the coinsurance or reduced rate 
contribution clause which is usually at- 
tached to fire insurance contracts. 

The purpose of a “foundation clause” 
is to eliminate the necessity for a build- 
ing owner to pay a fire insurance pre- 
mium on’ foundations which are set in 
the ground, also the cost of the exeava- 
tions, all of which could not, of course, 


Five Mistakes That Increase 
Insurance Premiums 


Merchandise left in disorder. 
Stairways or doors obstructed. 
Rubbish accumulations in basement. 
No ash cans provided for the furnace. 
Floors allowed to become dirty. 





be burned. This is stressed because if 
an appraisal is made of a building the 
cost of the foundations and excavations 
will be included in that appraisal and 
they should be separated. 


Betterments and Improvements 


Do you know how to handle better- 
ments and improvements? If a client 
is the occupant of a building, which is 
owned by another party and has spent 
considerable money on improvements, 
he naturally has an insurable interest in 
such improvements, but the interest di- 
minishes gradually until at the end of 
the term of his lease he has no further 
interest, the ownership then passing en- 
tirely into the hands of the building 
owner. 


Therefore, instead of including the value 
of improvements in his stock and fix- 
tures policy, he should make an arrange- 
ment with the owner of the building to 
cover the improvements and betterments 
under a separate policy issued to him- 
self and the owner as his interests may 
appear. 


Then, if those improvements and bet- 
terments are damaged or destroyed at 
the time when his lease is just half com- 
pleted, one half of the proceeds from 
the insurance would be his and the other 
half belong to the building owner. By 





making this arrangement he can have 
the building owner pay for part of the 
insurance cost in the proportion which 
the owner’s interest in the improvements 


and betterments would 
amount of insurance. 

It is important to keep the amount 
of insurance equal to the full value of 
the property, or at least to 80 per cent 
or 90 per cent of the value of the prop- 
erty, depending on the percentage of 
coinsurance which is incorporated in the 
policy. To do so means to save money 
through insurance. In the 
ease of enterprises where 
the stock and values do not 
fluetuate materially, it is no 
difficult matter to keep the 
insurance up to the require- 
ments. Where the values do 
fluctuate widely, it is perhaps 
a little harder to keep within 
the requirements at all times 
but this can best be acecomp- 
lished by suggesting to your 
client or borrower that some 
one person in his employ 
act as insurance manager 
and make it part of his 
duties to see that when an unusually 
large shipment arrives he shall make 
certain that he has adequate fire insur- 
ance to cover it. 

Merchants will, as a rule, have a 
larger stock on hand preceding the 
Christmas season or the spring season. 
It is then when the insurance manager 
should keep a careful lookout to see 
that the increased valyes are properly 
protected by insurance. A fire loss at a 
rush season aside from causing the loss 
of large profits will place a greater bur- 
den through under-insurance. It is the 
duty of your insurance agent to assist 
you in your insurance matters and you 
should call upon him any time that you 
require advice or information on any 
of your insurance problems or those of 
your bank’s clients. 


bear to the 


Providing Sufficient Coverage 

If you follow the fire insurance mat- 
ters of your clients closely and see that 
they are adequately protected at all 
times, they will not regret the additional 
cost to protect their bank credit. 

The greatest saving in insurance cost 
ean be effected through the proper con- 
trol of fire insurance hazards on the 
premises and on neighbor’s premises. 
Read this last sentence over twice. 

Did you ever secure from the rating 
authorities a statement of just how a 

(Continued on page 52) 
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PROFITABLE 


CONTACT POINTS 


FOR BANK AND RAILROAD 


How the railroad can cooperate with local bankers 


in both city and village. 


An opportunity for 


bankers that should not be neglected 


HE railroad transfers property and 
people—the bank money and credit. 
But it is evident, nowadays, that rail- 
road management ean help develop 
production and population and that bank 
management can help develop wealth and 
sound borrowing ability in the ecommu- 
nities they both serve. 

The close connection between finance 
and transportation needs little comment. 
The mutual interests of our great trans- 
portation properties in 
which millions have invested their eapi- 
tal, and of the sound banking system 


Systems, as 


“Our stake in the agricultural prosperity of the states we serve is at least as i:aportant as that 
We want to see every acre of agricultural land along the North Western 


of any other business. 


By FRED W. SARGENT 
President, Chicago and North Western 
Railway Co. 


through the ageney of which these in- 
vestments have been handled are fairly 
obvious. 

For example, the North Western is 
not only a transportation industry these 
days, but to a considerable extent, a 
construction industry as well. Instead 
of concentrating this construction in one 
spot it is and will be our policy to region- 
alize it with due consideration of labor, 


well farmed, well stocked and well equipped.” 
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fuel, 
and other conditions at different points 
along the line. 


raw material, real estate, power, 


Local Bankers Can Help Railroads 


Local bankers are the men to whom 
we would like to turn for guidance and 
cooperation in the details of the program. 
We actually do turn to them. I hesitate 
to give names and dates in an article 
which I want to keep brief and hope to 
make significant but in some cities, we 
have made, and are continuing to make, 
large expenditures to care for traftie 

made possible by cour- 

ageous encouragement 

given to loeal indus- 

tries by loeal banks. 

Another __ instance 

that seems typical was 

that of a city whieh 

needed (and deserved) 

a greater volume of 

grain shipments, the 

obstacle being inade- 

quate dock and eleva- 

tor facilities. These 

we built last vear and 

now traffie is flowing 

into this city in larger 

volume than ever be- 
fore. 

Railroads Can Help 

Local Bankers 

Like every railroad, 
the North Western is 
a buyer of dignified 
quantities of a long 
list of raw and mant- 
factured products. 

The banker having 
a eustomer who pro- 

(Cont. on page 47) 
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BANKING EDUCATION BY MAIL 


How correspondence courses are conducted—what 
students learn—how it benefits them 


By J. B. JOHNSON 


Member, Business Traingng Staff, La Salle Extension University 


HE need for correspondence in- 

struction in fundamentals of bank- 
ing did not become apparent until about 
a decade ago. The Federal Reserve 
System was in effect but not yet fully 
understood or appreciated. It changed 
our banking system so fundamentally 
that even experienced men in banking 
felt a need for special study. 

The European war had thrown large 
responsibilities on American financial 
institutions. Our financial structure 
had to be expande4 not only to fill the 
gaps left by withdrawal of European 
funds but to finance Allied purchases as 
well. 

These larger economic and business 
problems called for bankers of broader 
yision and more comprehensive mental 
grasp. As a result, older and more ex 
perienced men had to step into larger 
positions and younger men had to be 
found to fill the places vacated or 
ereated by expansion. With the growth 
and change in our banking structure 
the internal problems increased and be- 
came more complex. Greater adminis- 
tration ability was needed to supervise 
the banks’ activities. This all led to an 
unusual damand for training in the 
banking and finance field. 


Contents of a Representative Course 

Any course of training to meet this 
need successfully must have two main 
requirements. It must be comprehen- 
sive, that is, cover all the fundamentals 
of the banking and finance field, and 
it must be practical. Something di- 
rectly applicable to the man at his job. 

The men who want such a course are 
those who are already active in ecom- 
mercial or financial work. They are the 
men who have not had an opportunity to 
take up a commercial course in a uni- 
versity or having done so, feel they need 
practical instruction in the specifie work 
which they are doing. As a result, such 
acourse should contain instruction in the 
following subjects: Practical banking 
operation, financing a business, credits 
and collections and accounting, invest- 
ment and speculation, economies, bus- 
iness law and history, and an outline 
of American and other banking systems. 
In addition to these subjects, some 
fourses also include special lectures, 
“The Service of a Bank,” “The Transit 
Problem,” “Bank and Trust Company 
Advertising,” “Safety Deposit Meth- 











J B. JOHNSON has been 
*a member of La- 
Salle Extension Univer- 
sity business instruction 
and research staff for six 
years, specializing in f- 
nancing problems. In 
post-graduate work at the 
University of Wisconsin 
he specialized in financ- 
ing subjects and during 
the war was assistant fi- 
nance officer in the Chi- 
cago district. 





ods,” are some of the titles of these lec- 
tures. 

In developing text and instruction 
material, correspondence schools have 
been very progressive. They have not 
hesitated to obtain the services of some 
of the most outstanding men in the pro- 
fession to help build up the course. In 
this way, the courses are not just 
theory, but are based upon actual bank- 
ing and finanee practice. 


Method of Instruction 


The instruction work is handled by 
means of the problem method, or as 
known in some schools, by the case 
method. Applying what is being stud- 
ied is considered far more important 
than acquiring information and storing 


it away for future use. 

There are different ways of handling 
correspondence instruction. A usual 
way is something as follows: 

As soon as a student enrolls, he is 
sent all of his study material or texts. 
His first assignment is also sent at once. 
Every assignment consists of a fetter of 
instruction directing just what mate- 
rial the student is to study for that 
assignment and a problem form on 
which he is to send in his solution of 
the problem or problems for the assign- 
ment. 

With each assignment, one school 
finds it very helpful to the student to 
inelude also an “interpretive” lecture. 
It is the purpose of this brief lecture 
to show how the student can use the 
information studied in, his everyday 
work or indicate just what relation that 
information has to his everyday work. 

Another school; instead of having its 
study material in book form, arranges 
it in lecture or pamphlet form. In this 
ease each assignment when sent con- 
tains study material as well as the prob- 
lem form. The same is true if a school 
has its study or text material in loose 
leaf form. In that ease, the student 
assembles the loose leaves in a binder 
furnished by the school. 

The interval at which assignments 
are sent varies with the different 
schools. Usually, however, it is at one 
or two week intervals [Each school 
sets the period which it believes the 
student will require adequately to study 
the material and solve the problem. 
If the two week period is set, the assign- 
ments are sent at two week intervals. 

The length of time it takes to com- 
plete an entire course depends on the 
number of problems and the intervals 
allowed for each solution. It varies in 
different schools from 20 weeks to ap- 
proximately one year and a half. 

Upon the satisfactory completion of 
the course, it is the common practice to 
send a diploma or certificate certifying 
that the student has completed the 
course satisfactorily. 


Handling Problem Solutions 


The suecess of any correspondence 
course depends very much on the way 
problems are handled when sent in by 
the student. For that reason the in- 
struetion staff is picked with care and 
the method of handling the problems 
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given careful study. The problem is 
the institution’s chief contract with the 
student and therefore demands the im- 
portance given to it. 

It is the instructor who guides the 
student in his study of the course and 
correets any errors or misinterpretations 
of pinciples in the solution of his prob- 
He may do this in different ways. 
Usually the instructor comments on the 
problem and thus corrects any error on 
the student’s solution. If the wrong 
principle is used, this is brought out in 
the instructor’s explanation. 

After this review, the problem is giv- 
en a grade and returned, usually with 
a model answer or solution for that 
problem. If the student’s solution is 
such that adequate corrections cannot 
be made in the problem form itself, a 
letter is sent giving help and suggestions 
on how much a problem should have 
been handled. 

As part of his enrollment, a student 
is usually also entitled to consultation 
privileges. This permits him to send in 
any problem to his school for solution 
that may come up in his daily work. 
Through the wide contacts that the 
larger correspondence schools have in 
the commercial and financial field, the 
student can tap a wide range of experi- 
ence for suggestions. The writer knows 
of many cases where a student enrolls 


lems. 
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for the purpose, largely, of using this 
privilege. Many find it worth the cost 
of the course. 

There is a diversity of opinion among 
correspondence schools as to whether it 
is better to enroll students as individuals 
or as part of a group. One school giv- 
ing a course in banking which is highly 
regarded, takes group enrollments only. 
By this method, through the president 
or some official of a bank, arrangement 
is made whereby a number of employes 
of that bank are to enroll in the course. 
Some one in the bank who is well versed 
in banking or shows the most ability to 
explain things clearly, is chosen as di- 
rector of the class. This director con- 
ducts regular weekly meetings using 
the study material of the course as a 
basis. The director is the chief point 
of contact between the various members 
of the class and the school. Many of 
these groups have been very successful. 


Group Study Beneficial 


In a group enrollment, the interest 
in the course depends upon how well 
the leader of the group conducts his 
classes and the interest he is able to 
maintain in the group. If interest lags 
on the part of the leader of the group 
or if elasses are conducted in an unin- 
teresting way, the work of the entire 
group falls off, whereas if each member 


is dealing with the university direetly, 
his interest can be more successfully 
maintained by direct contact with his 
instructor. 

Courses in banking have been very 
satisfactory when conducted on sound 
and practical educational lines. It jg 
not unusual to have a student write in 
after completing only part of the 
course that his inereased ability has 
already been recognized by his firm, 
Many of these men and women would 
have made progress under any cireum. 
a man who has the ambition 
and perseverance to take up training 
of this kind has the essential ingredients 
that make for success. His study brings 
on his promotion sooner and helps him 
to go farther. Such a man has an ad- 
vantage over the one who gives little 
or no thought to the job ahead or who 
otherwise spends his spare time in idle 
pleasures or unsystematie reading. 

Not the least of the benefits from 
such a course of study is the self re. 
lianee which a student develops. This 
comes about in various ways. There 
are many men who have latent ability 
of which they are not aware. The 
course serves as a _ vehicle through 
which they can express themselves and 
translate their ability into actual re 
sults. It gives them a viewpoint of the 
business as a whole. 
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DISPLAY OF MAPS ATTRACTS HUNDREDS INTO ONE BANK 
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T the time when most everyone was 
interested in vacations, the Peoples 
Trust and Savings Bank of Chicago dis- 
played a series of four road maps in its 
window. ° 
One was a map of Illinois and the 
others were maps of neighboring states. 
Each map was mounted on what is 
known as “tack board” and rows of 
colored tacks were used to mark off sug- 
gested motor trips. Two trips were 
shown on each map, the destinations be- 
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ing popular summer places. 

One color of tack was used to mark the 
route to one vacation point and an- 
other color was used for the second 
route. At the destination, a ecard was 
attached to the map giving the name of 
the summer resort and the mileage from 
Chieago. 

The card in the window that tied up 
motor trips with the savings department 
read as follows: 


“Delightful motor trips. Start now 


SAVINGS 
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to save for your next vacation. Our 50- 
payment plan makes it easy. Ask for 
details. 

Hundreds of people came into the 
bank after looking at this display. In 
fact, the bank officials were astonished 
at the amount of interest created. 

This is a.simple type of display and 
can be localized for any community. It 
takes but a few minutes to arrange it 
and it will fit into a window of almost 
any shape or dimensions. 





JOHN J. MITCHELL - THE MAN 
WHO COULD LISTEN 


EATH is always eruel. But when it 

spares a man to the full years and 
the plentitude of completed achievements 
that were John J. Mitchell’s, we see it 
in its kindest aspect. 

He had time to erect one dominating 
financial institution, to merge it with 
another of parallel importance, to 
head the consolidated organization and 
lead it through the difficult amalgamat- 
ing period, to direct it still when it had 
become a whole greater than any of its 
parts, to turn its presidency over to a 
trusted associate and stand a little aside 
from it as chairman of the board and 
see that it was good. He had time to 
complete a big life work and to know 
that it was completed. What more can 
those who trust their interests to a banker 
hope for? What more can the banker 
himself desire? . 

Few men, perhaps, whose actions have 
affected so many people, have had as 
little of the personal heralding which 
ereates what press agents call a “public 
personality.” 

The Illinois Merchants Trust Com- 
pany’s active customer list of more than 
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200,000 names seems large, but is prob- 
ably the smallest of the groups served 
by the many corporations in which he 
was a director or trustee. Nearly all of 
these were mass utilities in the widest 
sense of that word. 

Searcely an American is alive today 
who can read this partial list of them 
without realizing that he has been a cus- 
tomer of John J. Mitchell: 

The American Surety Co., the Chicago 
and Alton Railway Co., the Pullman Co., 
the Chase National Bank of New York, 
the International Harvester Co., the Il- 
linois Bell Telephone Co., the Common- 
wealth Edison Co., the Peoples Gas Light 
and Coke Co., the Texas Co., the Mu- 
tual Life Insurance Co. of New York, 
the Art Institute of Chieago, the Audit 
Co. of New York, the Chicago City and 
Connecting Railways and the Chicago 
Memorial Hospital. 

Only his associates in the corporations 
he helped to direct and his much more 
numerous associates in the corporations 


he served and advised will ever know the 
details, but it seems safe to say that 
John J. Mitchell was a cardinal factor 
in more crucial business decisions affect- 
ing the interests of more Americans than 
anyone, however close to him, ean ap- 
preciate. 

The word “cardinal” factor is used 
advisedly, for cardinal means hinge. 
Things turned on John J. Mitchell’s 
personality that would have stuck with- 
out it. Doors opened smoothly and 
quietly for the passage of important 
transactions which had been jammed 
until they were brought to his office. And 
often they were brought there by men 
who had no business connections with 
him and never expected to have. 

He was the man who listened—listened 
with a mind uncrowded by self-interest 
and an ear untroubled by self-expres- 
sion. Men who had talked to each other 
through heated, futile hours would come 
to Mr. Mitchell’s office and say the very 
same things to each other in his presence 
while he listened—alert, quiescent and 
absolutely silent. 


(Continued on page 67) 
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How can a bank president keep his mind on his work when he is surrounded by so much beauty? John Poole says he 
don’t cate whether he does any work or not during his annual flower show. The principal duty of a president during a time 
like that is to look happy and direct strangers to the “new accounts” desk. 


FLOWER SHOW BRINGS CUSTOMERS 


Over 7,000 people visited the bank to see the displays of 


flowers and many of them became new 


VER 4,200 people accepted flower 
from the Federal-Ameriecan 
National Bank last spring. 

Of these, 490 entered some of the 
flowers grown from these seeds in the 
flower show held for two days in the 
bank this fall. 

Over 7,000 people visited the bank to 
see the flowers and while they were 
there they saw the bank from top te 
bottom. 

The bank considered this the best ad- 
vertising that it has ever done. It has 
experienced an increase in deposits by 
the stimulation of accounts already 
maintained and the number of new ac- 
counts, mainly savings, which are in 
exeess of anything the bank has ever 
recorded. 


seeds 


The cost was the price of the seeds 
given out and $250 given in prize money 
for the exhibited flowers. 

In addition to inviting everyone in 
Washington and the surrounding terri- 
tory to the flower show, bankers from 
all nearby states were sent special in- 
vitations and special invitations 
given to local garden clubs. 


were 


One of the great joys that we of the 
Federal-American have through these 
the facet that all! 
through the summer months hundreds of 


flower shows is in 
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By JOHN POOLE 


President, Federal-American National 
Bank, Washington, D. C. 


hospital patients and others who are ill 
have been daily cheered by blossoms 
from the thousands of additional gardens 
now in and around Washington. 

The flower show has been an annual 
event for several years. 

In the beginning, only zinnia seeds 
were given away. The reason for this 
was that this flower is unusually hardy 
and results ean be had with it in almost 
any soil with the least amount of care. 
Last year, however, seeds of zinnia, mari- 
gold, larkspur and aster were given out 
thus widening the interest in the flower 
show. 


How Prizes Were Awarded 

We keep the bank in the foreground 
in all of our publicity on this proposi- 
tion, telling those who are invited to at- 
tend the show that they will have op- 
portunity to see a modern bank and the 
people who come take great interest in 
looking through the bank. 

In announcing prizes for flowers we 
have found it better to not 
selves to certain entries. 
nouncement 


limit our- 
Our prize an 
is worded as follows: 


customers 


“As there are more blooms each year 
and more varieties of flowers, we shall 
not announce the schedule of prizes un- 
til after the judges have made their re- 
ports. That gives us more latitude in 
awarding special prizes for nearly every 
variety in which competition appears 

“While we distributed only zinnia, 
larkspur, marigold and aster seeds, we 
should like to see many other varieties 
of flowers entered in the contest, and 
special prizes will be awarded for any 
which receive favorable recommendation 
of the judges.” 

The prizes as awarded this year in- 
eluded the following: Dahlias in baskets, 
three prizes; dahlias in three 
prizes; single three prizes; 
groups of three blooms, three prizes; 
collection of dahlias, two prizes; zinnias 
in baskets, four prizes; in vases, three 
prizes; marigolds in baskets, three 
prizes; in vases, three prizes; gladiolas 


vases, 


blooms, 


in baskets, four prizes; in vases, one 
prize; asters, three prizes; larkspur, one 
prize; roses, two prizes; sunflowers, one 
prize; wild flowers, one prize; mixed 
flowers in baskets, six prizes and i 
vases, two prizes. 

This list may serve as an idea to 
other banks, but it seems to me that the 
best part of the plan is its flexibility. 
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THE WOMAN’S VIEWPOINT ON 
WILLS AND TRUSTS 


This article ought to help close a 
number of prospects who are being 
held back by their wives’ objections 


SHORT time ago, Sam Judd, 

advertising manager of the 
Mereantile Trust Co., St. Louis, 
ran the advertisement reproduced 
here. To appreciate the advertisement 
you need to read it word for word and 
so it is quoted complete: 
Dearest Mary: 

If the time comes when you must read 
this letter, you will not be able to answer 
it. I am going to file it with my 
will, and when the will goes into 
effect, the letter will be given to 
you. 
It seems strange to be writing 
you a last letter, when it is likely 
that we will be happy together 
for many years to come, but there 
are some things I want you to 
know and other things I want you 
to be reminded of at the time this 
will be delivered. 

First, I did not appoint your 
brother to handle my estate, for 
many reasons. I named the Mer- 
eantile Trust Co. That is no re- 
flection on him, but a protection 
for you. I wanted to be absolutely 
sure, not only that you would re- 
eeive what I was able to leave for 
you, but that it would provide you 
a sure income for the remainder of 
your life, and an income that would 
take care of the children until their 
educations are finished. I could 
not be sure that your brother 
would live to see these things car- 
ried out any more than I could be 
sure that I would live to see them 
finished. 

Second, I did not leave my life 
insurance to you in a lump sum, 
because it must replace my income. 
I would not give you thousands of 
dollars at one time for your living 
expenses during my life, and you 
will agree it would be exceedingly 
poor business to do so afterward. 
My insurance is payable to the 
Mercantile Trust Co. under the 
terms of a Life Insurance Trust, 
and the trust company will collect 
it from the insurance companies, 
mvest it, and pay the income to 
you once a month. All you will Q 
have to do is to eash the check. 
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up any of my affairs, pay any i 
claims or taxes against my estate, 
or worry with any details. Refer 
everybody to the trust company. 
As my executor and trustee, it has 
structions to assemble all of my 
holdings, invest the proceeds, and pay in- 
‘ome and principle to you and the child- 
ren as directed. They will explain every- 
thing to you. 
{ did these things, Mary, because I 
wanted to be sure of your future. If 
trouble comes up, if you need advice, go 
to the Mercantile Trust Co. Remember, 
that is my wish. If I didn’t know they 
would handle your affairs as I would want 


By ALICE E. DAVIS 
Of The Mercantile Trust Co., St. Louis, Mo. 


them handled, I would not have done this. 
But in doing it I know that I have made 
you safely independent, and it gives me 
the thrill of a job well done. 

That is all now, Mary. I have finished. 
Goodby, dearest. God bless you, 


_ 
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The advertisement that prompted this article 


**T don’t know how any serious minded 
man or woman could read this advertise- 
ment without determining to make the 
provision suggested therein. It would 
seem to me that this advertisement should 
have a wonderfully beneficial effeet on the 
women who are the chief objectors to wills 
and trusts.’’ 


— when they 


HEN Mr. Judd received a 

letter from the editor of 

THE BANKERS MONTHLY, con- 
taining the preceding paragraph, 

he read it and handed it to me. Something 
in the letter surprised me but I didn’t 
speak of it until he suggested that I try 
to find out what effect the advertisement 
did have on the women, who were the 
chief objectors to wills and trusts. 

I went to see Joseph White, 
our trust officer,-and asked him 
about the women. 

Mr. White carefully lighted a 
cigaret, squinted his eyes reflee- 
tively and said, “Oh yes, the 
women are the chief objectors all 
right.” 

“Well,” I continued, “I think 
I know but tell me anyway, what 
types of women do object.” 

He answered, “Two eclasses—- 
the ignorant elass and the know- 
it-all class.’ And suddenly I 
saw the unreasonable reasoning 
of women’s minds. 

Take the ignorant ones. I 
hadn’t given much thought to it 
before but I am foreed to ae- 
knowledge that there must be 
many women of the old school 
who do not go outside the boun- 
daries of their homes. They 
take pride in simple duties— 
cooking, sewing, washing. These 
women are such a steadying in- 
fluence in the heetie rush of 
society today that it seems dread- 
ful to eall them ignorant. But 
if that word applies at all, it ap- 
plies to these staunch home- 
builders. : 

Most of these women married 

were young. For 
many years they wore clothes 

that were out of date in order 
that the children might be well- 
dressed for school. When the 
family budget inereased and 
their husbands would have liked 
them to dress better, they had 

lost the inelination. 

Then comes the time when the chil- 
dren seem to have grown up over night 
and dad begins to think about his will. 
If he has read our literature he realizes 
that he should create a trust also, in 
order that nothing ean stand in the way 
of college if the children want to go. 


J 
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He speaks of it to mother. 

It is just another blow added to many 
that she has received. Another little 
heartache which she must not show and 
of which she cannot speak—another re- 
minder that her children are growing 
away from her and that her husband 
doesn’t consider her capable enough to 
handle money in spite of the fact that 
she has managed expertly through all 
the years. Silently she grieves. 

To the plain, timid woman, sheltered 
from a fast-moving business world, the 
bank her husband wishes to appoint as 
executor and trustee is that formidable 
stone building on a busy corner in the 
city. All the money she has helped ac- 
cumulate through the years, will pass 
to indifferent financiers. Even if these 
people do not take advantage of her, she 
knows they will make her feel very much 
more timid and self-conscious than she 
already does. 

She has confidence enough in her hus- 
band to realize that what he says of 
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their superior judgment must be true. 
Still she knows as no one else, how she 
made the first meagre salary stretch to 
cover all the expenses of the home—she 
has enjoyed the tussle and feels that she 
is neglected in the day when prosperity 
comes—feels she has no part in the sue- 
cess she helped create. That is why 
she opposes. 

This timid housewife ean be won but 
we cannot rely too much on winning her 
with our advertisement. It was really 
written for her husband. If it helps to 
convinee her are more than 
pleased. 


too, we 


The other class it seems, is laughing 
at us. One of that category looked at 
our advertisement, read it, and said de- 
lightedly, “That is a pretty picture.” 
“But,” and she smiled, “do you think I 
would consent to having my husband's 
money left in trust to draw a trifling 
five per cent, when I have always been 
so successful with investments ?” 

(Continued on page 36) 


CONVENTIONS—SHOULD THEY BE 
LESS UNCONVENTIONAL? | 


Author’s name withheld by his special request 


HIS is written by a returning dele- 

gate—homeward bound after at- 

tending two bankers’ conventions in as 
many weeks. 

T have had to leave the second of these 
before the sounding of retreat and am 
all by myself on a fast train, moving 
through a prairie landscape where noth- 
ing prevents my being retrospective. 

Looking back at these two, and at 
some 20 other recent conventions, I am 
persuaded that two American institu- 
tions, each highly beneficial to banking 
in itself, have taken considerable value 
out of bankers’ gatherings. 

The first of these is golf and the sec- 
ond prohibition. Bridge and compart- 
ment-sleepers might be added, but these 
are insignificant compared with the 
- other two, as forces that keep men apart 
in small groups who are spending con- 
siderable time and money on being to- 
gether in a large group. 

I am not so very old as a convener, 
but even I can remember conventions 
where one made twice as many valuable 
acquaintances and heard twice as much 
useful talk as he does today. Not that 
those old conventions were stodgy af- 
fairs—far from it. They had their 
share of amusements and hilarity and I 
doubt not they saw just as much deter- 
mined effort to keep banking liquid as 
is seen today. But their amusements 
were crowd amusements and their hilar- 
ity was crowd hilarity—at the open 
table or the Jong brass rail. 


Then too, these features were side 
issues, recognized as such, and not the 
first, last and most absorbing subject of 
conversation and thought. 

There, I believe, is the real difference 
between recreation and refreshment in 
the pre-war and the post-war eras. They 
happened, I’m certain, just as often and 
for just as long, aforetime, as they do 
today, but they only happened—they 
were not deliberately planned nor stu- 
diously worked out. 

The crowd spirit was more in evidence 
when foursomes were less important and 
when bedrooms were used for sleeping 
and bathrooms for bathing, exclusively. 

The result was that men came together 
whose only common ground was their 
profession and whose only congenial 
subject of conversation was how to im- 
prove it. 

The two great American institutions, 
golf and prohibition, have given us two 
topics of conversation so absorbing and, 
at the same time, so common to all that 
it is too much to expect of human nature 
that men who seldom see each other 
should talk of anything else. 

Heaven knows, I enjoy them both, as 
topies of conversation and as reasons 
for action, but I submit that a conven- 
tion is not the place for them in either 
aspect. 

I have found new friends and brought 
home new ideas from many a convention 
—ineluding the two just over—but I 
bave yet to attend one which puts me in 


touch with a better bootlegger or shows 
me how to subtract from my handicap, 


As Horace says: “Here’s not the 
place for such things.” They're better 
done—and, on the whole, more happily 
done—at home. 


Their effect on conventions is twofold, 
They first restrict the number of con- 
tacts made, by segregating small groups 
which consist, for the most part, of old 
friends. Second, they afford absorbing 
topics for minds which, being human, 
are bound to think the easy thought, 
unless forced or persuaded to think the 
useful one. 


Attendance at sessions ean be and js 
being stimulated by holding them in 
the morning, by closing golf courses 
during program hours and by definite 
personal action on the part of leading 
spirits in the various associations. But 
surely a full auditorium is a means 
rather than an end. What that S. R. 0. 
sign should produce is an audience fully 
awake and keenly responsive to the 
speaker who has something besides funny 
stories to enunciate. What it should 
produce is questions, comments, sugges- 
tions—even constructive controversies. 

We have reason to be thankful that 
the old wire pulling over offices and the 
old sham battles over convention cities 
are less and less obtrusive. But surely 
it is a waste of time and money to as- 
semble men from the ends of the con- 
tinent to listen to speeches in unrespon- 
sive ranks when postage is so cheap and 
printers so obliging—unless it is felt 
that minds in contact can stimulate each 
other. They can and they do, or our 
associations would soon diseard the an- 
nual convention. But they would surely 
do it better if they were prepared for it 
by more free association and more busi- 
ness conversation outside of regular 
meetings. 

I do not urge that either golf or hos- 
pitality be eliminated from convention 
activities—on the contrary, my sugges 
tion is for a wider application of both 
to a deeper mass of delegates. 


Golf might be confined to medal play 
with golfers teeing off singly by lot at 
one or as few more courses as the siz 
of the convention permits and non 
golfers (if any still remain) supplying 
the gallery. Hospitality might be “con- 
ventionalized” and frowned on as an it 
dividual or corporation performance. 

Frankly I believe that everything I've 
said so far is less applicable to banker¥ 
conventions than to any others. From 
what my commercial and professional 
customers tell me I more than believe it. 
I know it. My idea is that bankers have 
already taken the lead in this matter and 
should take the lead even more definitely 
and plainly. 

In other words, we who insist on “d- 
rectors that direct” might also insist 
“conventions that convene.” 
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R many years a part of my job was 

analogous to that described by Satan 
in the first chapter of the book of Job; 
“Wandering to and fro upon the earth, 
and walking up and down in it.” The 
principal difference being that I was 
searching for information, instead of 
looking for trouble. 

My first visit in each little city and 
town was to the country banker, for he 
was either the moving spirit of the place, 
or else its principal handicap. He was 
always a man of great influence in his 
county, and often it could be said of 
him, in Hindoo phrase, that he was the 
father and mother of his people, the pro- 
tector of the poor, and of the foolish 
and the improvident. 

My first experience was in Wichita 
Falls, Texas, in the ante-oil-boom days 
when the city wads mostly an interesting 
municipality with growing pains. The 
president of the principal bank was 
sitting at his desk by the front door, as 
I came in, which rather startled me in 
the days when the president of the great 
city banks was usually as remote as the 
editor of a metropolitan journal, and 
as unapproachable as a buzz saw. 

The gentleman rose and greeted me 
with that cordial Southern manner which 
does not seem so indigenous to more 
frigid latitudes. 

We sat talking of many things, 
mostly of Wichita Falls and of 
its aspirations, and not of ships 
and shoes and sealing wax, when 


COUNTRY BANKERS WHO BUILD 
BOTH COMMUNITY AND BANK 


An interesting story of visits to country 
bankers in several Mid-western states 
by a man who 1s not a banker 


By ARCHER WALL DOUGLAS 


presently there came in one of the whole- 
some, husky aborigines of the West 
Texas plains. 

He was’evidently ill at ease, and want- 
ed to negotiate a loan. As I recognized 
the symptoms. I rose to go, but the 
banker laid a restraining hand upon my 
arm. 


Helping Banker Customers 


“Come in, John,” he greeted the farm- 
er, “sit down, and tell me what I ean do 
for you.” 

The annals of the poor were short and 
simple. There had been no crop last 
year, because of a drought that made 
the sky as brass, and the earth as iron 
underneath. He needed money, $100.00, 
to buy food, to feed his wife and children 
for three months until he could harvest 
his crop, which was coming on fine with 
lots of moisture in the soil. 

He had livestock, two horses and two 







































“This banker talked to the farmers in their own language and backed up his advice on pure bred live stock and better 
seed by lending money to buy them.” 





cows, and some chickens. 
Would he agree not to spend the 


money for anything but: food, nor to 
pay any debts with it? He suré would. 
So he got his money, and went on his 
way rejoicing. 

“And you did not demand any seeur- 
ity, nor take a mortgage on his live- 
stock,?” I asked the banker. 

“No,” he said, “it was unnecessary. 
Moreover, even a banker must have 
bowels of compassion some times. That 
man, and the retail merchants with whom 
he trades are tlie best moral risks I have 
ever known. Recurring crop failures 
due to drought, are a part and pareel 
of the general scheme of things here. 
But we don’t worry about it, nor fore- 
close. For we always get paid. Agri- 
culture and livestock are our principal 
industries, and if we are going to make 
Wichita Falls worth while, we have got 
to stay by the people who are develop- 
ing the country. That’s what we are 
here for.” 

It is a far ery from Wichita Falls to 
northern Iowa where the tall corn grows, 
and where all the various kinds of ex- 
istence function according as to whether 
the corn and hog ratio is in proper pro- 
portion. 

Fortunately, all right with the 
world when I arrived early one morning 

in Mason City, and drifted over to 
the nearest bank. I had seen hand- 
same banks before, but never one 


was 
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It had 


boudoirs and resting rooms for women, 


that impressed me as did this one. 


especially for those who came in from 
the farms to shop. 

There was one window just low enough 
for children savings depositors to get in 
personal touch with the teller. Upon 
the walls were various phases of Ameri- 
can pioneer life, conceived by the presi- 
dent of the bank, and portrayed by an 
artist with all that realism and imagina 
tion that charmed the readers of Vander- 
marks’ Folly. 

The president of the bank was a very 
modest old gentleman, and very diffi- 
cult to persuade to talk, save oceasionally 
and briefly on what he and others hoped 
to make Mason City stand for, not only 
in the estimation of its citizens, but 
equally in that of the embattled farmers. 
who were the foundation of Iowa’s wide- 
spread intelligence and education. 

I was not surprised that the spirit of 
the bank and of the city were identical. 
There fine and beautiful 
dwelling houses, a golf club, and fair 
grounds for dis- 
plays. A hotel in 
which you could take your ease in such 
fashion that Falstaff had nothing on you. 

There were churches with remarkable 
stained glass windows. But the crown- 
And 
the leading men and women of Mason 
City endowed and maintained this char- 
acteristic evidence of the thought of the 
day for the sick and the suffering. So 
the afflicted in the surrounding country 
were spared the time and expense in- 
cident to the long journey to distant 
metropolitan 
and 


were stores 


annual agricultural 


most commodious 


ing glory was a modern hospital. 


hospitals where seriens 
eases 
treated. 
Not many months after I “met up” 
with a country banker who solved the 
greatest recent problem of the South 
by the simple processes of hard, logical 
thinking, fortified by practical exper- 


operations were usually 
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ience. He was located in a small city 
in northern Mississippi, which was 
generally known among traveling men 


as “a good town.” 


A Southern Banker Who Helped 
Farming 


So when I went there I sought the 
eause by looking for the man, and found 
him in the president of the leading bank, 
who was also a cotton planter. He had 
personally studied the results of the in- 
vasion of the cotton boll weevil when it 
made its first appearance in Texas. He 
had also read history, and learned that 
no insect enemies, however numerous or 
destructive, had ever permanently inter- 
ferred with the production of any great 
agricultural staple. 

On his return Texas he for- 
mulated those methods of crop diversifi- 


from 


cation, of combating the weevil, of econ- 
omies of production, and of the substi- 
tution of cash for credit, ways that have 
since enabled the South to raise larger 
both of and foodstuffs, 
than ever before in her history, and in 


crops, eotton 
spite of the damage done annually by 
the boll weevil. 

At first, his warnings and advice re- 
ceived the same credence accorded to 
Noah when he sent out the only long 
distance weather forecast that has ever 
been fulfilled. 

Meanwhile the weevil grew nearer, 
and it began to look after all as if it 
So at the time 


of my visit, the surrounding country and 


Was going to rain some. 


his own city were beginning to show the 
effects of his unusual forethought. 


A “Hard Boiled” Banker Who Does 
Community Work 

In one of the little cities of southeast 

Missouri I ran across another type who 

ran true to form of the supposedly hard 

boiled country banker. He was shrewd, 

a good trader, and full of that energy 


“As I sat there, a farmer came in for a loan. It was promptly granted with- 
out any mention of security. The banker explained that the farmers in his 
community were the best moral risks he had ever known.” 


that believes that all things come to him 
who hustles while he waits. 

Yet, when the good of the community 
was at heart, he could be counted on to 
do his bit. Of this latter feeling, but of 
far different disposition, was an ‘old 
banker in a university town in the Cep- 
tral West. 

The old man blazed the way by per- 
sonal action and example as to the man- 
ner in which every citizen of the little 
city should work for the glory and ad- 
vancement of the community. 

His grandson, who succeeded him, fol- 
lowed hard in his footsteps. His bank 
was the finest for leagues around, and 
soon new and handsome buildings be- 
came a part of the city’s program. When 
the university needed money, because of 
delay in state appropriations, he furn- 
ished the needed funds and _ took his 
chances as to when it would be repaid. 

A little instance showed me how far 
this spirit of local pride was carried by 
the bank. A young professor, new to 
the town, needed money until payday. 
The bank loaned it without a moment's 
hesitation, even though the young man’s 
only collateral was a fine record at an- 
other college. 


Why Communities Grow 

My banking friend at Wichita had 
been there since it was a foundling, and 
longed to be put on the map. Just why 
Wichita is, even he could not tell me. 
It is not the “key” to anything, nor does 
it “command” any special territory, nor 
is it the “gateway” to any place in par- 
ticular. 

A newspaper man also had much to 
do with making Wichita of such promin- 
ence that when you speak of it, you do 
not have to add that it is in Kansas. 

This banker friend of mine had a 
hand in the game, though he was most 
modest about it. He had that quiet low 
voice which experience has taught me to 
associate either with a man of great re 
solve, or else with a smooth guy who has 
designs upon you. 

All he had was bound up in Wichita’s 
success, not because he could not help 
himself, but because he believed i 
Wichita, which was the best possible 
method of his inciting the same feeling 
in others. 

Also, he had some conscience, and felt 
the obligation to make good, because 
others had faith in him and in Wichita, 
for their destinies were one and the 
same. 

Fortunately, he had a level head, and 
could counsel as well as aid, and so wis 
dom was justified of her children. %0 
far as I can discover, the permanent 
suecess of any locality has been largely 
due to some one who had faith in the 
place, and in its success in a creative, 
and not in a speculative manner. Hente 
it was that this banker with some others 

(Continued on page 42) 
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AN APPRECIATION OF FESTUS J. 


EDITORIAL NOTE 


E sought an expression from a man 

who had worked up from the ranks to 
a position on the officer list of The Great 
Trust Company founded by Festus J. 
Wade. Sam Judd seemed to be just the 
man, for he worked up from the bottom 
and was very close to Mr. Wade in the 
development of the bank. 


. 
- 7 * * 


N September 28, 1927 a man died 

in St. Louis. On September 29, 

1927 a tornado tore a twisting pathway 

through the citv. Both were calamities. 
. . > 7 

Festus Wade was brought to St. Louis 
in February 1860 at the age of five 
months. He was born in Ireland. If 
he hadn’t been brought to St. Louis, he 
would have been a success in Ireland, or 
wherever else he chanced to go. 

But St. Louis was chosen, and in the 
days that heard the coming rumblings 
of a civil war, probably didn’t know, and 
surely didn’t care. 

He went to publie school in St. Louis. 
After that he went to work... 
boy in a dry goods store. That was 
after his schooling was finished. He 
was ten years old. But his education 
wasn’t finished. 

His jobs were many and varied, from 
that time on. Work sought him early, 
and claimed him for its own. He ear- 
ried water for men who were building 
the approach to Eads Bridge, the first 
to span the Mississippi at St. Louis. 
The approach was a tunnel under the 
business district of St. Louis. Today 
that tunnel runs under Eighth and Locust 
and St. Charles Streets; under the Mer- 
eantile Trust Co.; under his desk. 

He drove an ice wagon, a coal wagon, 
a sprinkling eart, and, as every one 
seems to remember easiest, a horse ear. 

He was gatekeeper, clerk, timekeeper 
paymaster—see the upward trend. And 
in the eighties became secretary of the 
St. Louis Fair Association. That 
brought realization of limitations. He 
would not be limited. And so he found 
time to go to night school after the 
day’s work. He did that for three years. 

In 1888 he organized the Anderson- 
Wade Real Estate Co., which seemed to 
hasten the tempo of the rise. The com- 
pany prospered. 

In 1899, he .founded the Mereantile 
Trust Co. to take over the business of 
the real estate company, handle loans on 
real estate, and do a general banking 
business. The trust company started on 
Eighth and Locust in a corner store, 
across the street from the present block- 
long building. 


.as eash 


By SAM P. JUDD 


Mercantile Trust Company, St. Louis 


FESTUS J. WADE 
Late President, Mercantile Trust Co., St. Louis. 


The day it opened, an advertisement 
appeared in the newspapers. It wasn’t 
a big advertisement and it didn’t say 
much more than “Open for Business,” 
but it was a bank advertisement in 1899. 


The twentieth century brought achieve- 
ment thick and fast—too fast to register 
here except in swiftly passing. The 
trust company grew. 
keep up with him. 


It had to grow to 


How the Bank Grew 

For years, it seemed, tellers and car- 
penters, bookkeepers and stonemasons, 
worked side by side. 

New departments were added until to- 
day there are nine. 

New employes were added until today 
there are more than 400. 

New patrons were added until today 
there are more than 100,000. Thus did 
cne man’s shadow lengthen. 

The twentieth century brought honor 
thick and fast. ...again too fast to touch 
upon except in passing. He was called 
on by William H. Taft, then Secretary 
of War, to help adjust financial en- 
tanglements in the Philippine Islands 
after the Spanish-American War. 

As chairman of the Ways and Means 
Committee of the Louisiana Purchase 
Exposition he helped to build the St. 


Louis World’s Fair. 

As a member of the Curreney Com- 
mission he helped to frame the Federal 
Reserve Act. 

As a member of the Federal Advisory 
Council he helped the act carry on. 

As a St. Louis banker, he did much to 
build his city, by going out and getting 
new industries, finding sites for them, 
and arranging to finance the construc- 
tion of their buildings. 

He was not passively, but actively 
engaged in echureh and charity work. 
He was a Catholic, but his activities in 
charity knew no denominational lines. 

He was a director in many large cor- 
porations, but he was always, first and 
last, president of the Mercantile Trust 
Co. 

Dynamic in type, to some people he 
might have appeared almost domineer- 
ing, but we who knew him knew better; 
we knew he was brushing aside things 
superficial and thinking in a straight 
line; and we knew that if our suggestion 
had merit or even if our objection to his 
order had merit, he would listen, and 
decide fairly. 

“Avoid egotism, intolerance, bigotry, 
and uncharitable judgment of others” 
was one of his maxims, and he lived by 
it. He was great, but human. 





Once when a clerk went wrong, he 
called the employes together and asked 
them to let him know if a crisis in their 
affairs came up, saying, “Rather than 
have this happen again, I'll give you any 
money you may need.” 

What more can I say? 

Archbishop Glennon, a_ life-long 
friend, said in the funeral sermon, “At 
some memorial service to be held later 
it will be possible to recite the many fine 


* * 


HE merchandise turnover ratio is 
not an end in itself. Nor may it be 
considered independently as _ reflecting 
favorably or unfavorably upon the con- 
cern as a credit risk. It must be taken 
along with other factors. 

For example: If over a period of 
several years, a comparison of the ratios 
of merchandise, to sales at cost showed 
an increase in the rapidity of merechan- 
dise turnover, we might be favorably 
impressed if we considered no other 
factors. 

But suppose over the same period 
there had been a steady increase in the 
amount of receivables relatively both tu 
sales and to merchandise. We should be 
forced to the conclusion that sales had 
been pushed at the expense of a sound 
credit and collection policy. A speeding 
up of inventory turnover with that re- 
sult would not be particularly commend- 
able. 

A ratio of merchandise to sales at cost 
that might be satisfactory in one line 
of business would not necessarily be 
satisfactory in another line of business. 
As an illustration: Take the wholesale 
jewelry trade on the one hand and the 
wholesale produce trade on the other. 
The wholesale jeweler handles a com- 
modity in the luxury class and on the 
average, each article of merchandise 
sold necessitates a fairly substantial out- 
lay on the part of the purchaser. 

Moreover, a wide variety of articles 
must be in stock and on display in or- 
der to provide the trade with an adequate 
selection. All of these factors tend to 

(Continued on page 30) 
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achievements, the story of his struggles 
and trials, the record of his activities for 
the city, state and nation. It will be 


‘possible to recite the place of esteem he 


held in this community and outside of it, 
the record of his services in the World’s 
Fair, the World War, and the world’s 
finances. That record will take time to 
tell and a more eloquent voice than that 
to which you are listening. We will have 
to pass that by now.” 


* * * 


By E. B. SCHWULST 


Manager Loan Department, Federal Reserve 
Bank, Dailas, Texas 


Yes, that record will take time to tell, 
and a more eloquent pen than mine to 
tell it. We will have to pass that by 
now. 
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On September 28, 1927 a man died in 
St. Louis. On September 29, 1927 a 
tornado tore a twisting pathway through 
St. Louis. Both were calamities because 
both destroyed a part of St. Louis. 


* * 


MERCHANDISE TURNOVER AS 
A CREDIT FACTOR 


How slow turnover sometimes indicates other 
mistakes in merchandising or management 


BALANCE SHEET OF THE “B” WHOLESALE HAT COMPANY 
AS OF THE SEVERAL DATES GIVEN 


12-31-19 


Accounts receivable 
Notes receivable 


QUICK ASSETS 


Real estate and building ............. $ 49,869 
Furniture and fixtures .........cceecs $ 3.991 $ 
2,359 


Deferred and other 


TOTAL ASSETS 


vee he Sr $ 


Trade acceptances 

Bills payable, merchandise 
Accounts payable, merchandise 
Accrued accounts 


CURRENT LIABILITIES 


Mortgage on building 
Depreciation reserves 
Miscellaneous 

Capital stock 
Surplus 


TOTAL LIABILITIES 


$283,062 


$339,281 
29,376 
$102,505 
$ 20,149 
$152,030 


$ 25,000 
1,629 $ 


$ 75,000 
$ 85,622 


$339,281 


12-31-20 
$ 2,642 $ 3,026 
$367,483 $ 60,003 
$ 8,388 $ 9,084 
$418,404 $105,936 


12-31-21 


$796,917 $178,049 


$ 49,869 $100,000 
4,459 $ 4,043 
$ 13,957 $ 1,950 
$865,202 


$284,000 
$ 64,578 


$285,042 


$110,350 
$ 35,190 
iia eeaee $ 1,156 
$225,871 rere 
$ 21,846 $ 6,189 
$596,295 $152,795 
$ 40,000 $ 40,000 

2,702 $ 3,335 
$ 51 $ f 
$ 75,000 $ 75,000 
$151,154 $ 12,907 


$865,202 284,042 
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INCOME ACCOUNT OF THE “B” WHOLESALE HAT 
COMPANY FOR THE YEAR ENDED 12-31-20 


Inventory 12-31-19 
Purchases during the year 
Freight and drayage 


TOTAL 
Deduct inventory 12-31-20 


COST OF SALES 


Cost of sales 

General, Administrative, 
and selling expenses, 

Bad debts 

Interest paid 

Discounts allowed 

Net profits 


$156,158 
$812,319 


Cc cccccccsccerccccocres $983,828 


$418,404 
$565,424 


Net sales 


Discounts taken 
Other income 








Below: A battery of four- 
teen “Y and E” Commercial 
Bookkeepers’ Desks help 
handle the enormous daily 
turnover of the Farmers 
and Merchants National 
Bank of Los Angeles. 


Checking signatures with the new “‘Y and E’”’ Commercial Bookkeeper’s Desk. 
No time is lost as the second drawer with the signature 
file is left open while posting. 


How they speed 
posting in California 


()” in the Golden State where deposits 
pile up like the snow-capped Sierras, this 
new “Y and E” desk helps bookkeeping staffs 
handle 20 per cent or more increased business 


P é This installation in the Bank of San Pedro shows how use of 
without increase of personnel. these desks improves the appearance of the department 


The top of this desk fits over the carriage of ; 
the machine and allows the operator to handle third, and a rack for new posting sheets in its 


checks next to the keyboard—no glancing back fourth or lowest drawer. 


and forth. It is designed to contain the “Y and Operators have little difficulty in handling 
E” patented check sorter in its first drawer; more checks and more accounts when every 
signature files in its second; check file in its essential is kept at their fingertips. 


‘YAWMAN 4» FRBE MFc.(0. MAIL THIS COUPON 


1287 JAY STREET ROCHESTER, N. Y. YAWMAN AND ERBE MFG. CO. 
1287 Jay Street, Rochester, N. Y. 
Steel and Wood Filing Cabinets—Steel Please send me a Enclosed find samples 


re > folder on your new of our ledger cards 
Shelving—Desks—Safes—Office Systems Commercial Bookkeep- and statement sheets 


and Supplies—Bank and Library Equipment eee. aay Genes ee per Se. 
PD: necKohawe ds oun Gai ere syucy wees —_—— 
eee 
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State & Town 


California 
Burlingame 
Richmond 

Connecticut 
Branford 


Florida 
Lake Worth 


Richland 


Ilinois 
Chicago 


Iowa 
Alburnett 
Perry 

Kentuck 
Louisville 

Massachusetts 
Boston 

Michigan 
Flint 

' New Jersey 

Elizabeth 

Livingston 

Marlton 

Newark 

Passaic 

Teaneck 


New York 
Baldwin 
New York 
New York 

North Carolina 
Reidsville 

South Dakota 
Mission Hill 
Summit 


Wisconsin 
_ Milwaukee _ 


CHANGES DUE 


State & Town 


California 
Bakersfield 


Chico 


Florida 
St. Petersburg 


Indiana 
Flora 


lowa 
Brandon 


Kansas 
El Dorado 
Maryland 
Baltimore 
Minnesota 
Melrose 
at 
Minneapolis 
St. Paul 
Missouri 
Brashear 
Corning 
Milan 
Queen City 
South West City 
Nebraska 
Fremont 
New Jersey 
Camden 
Newark 


Newark 


Newark 
New York 
Niagara Falls 


Sheepshead Bay 


n 
Sherwood 
Pennsylvania 
Kingston 


Atwood 

Memphis 
Washingto 

Goldewiale 





NEW BANKS ORGANIZED OR REOPENED 


Name of Bank 
Broadway Commercial & Savings 
Richmond Commercial & Savings 
Peoples Bank & Trust Co 
First Bank & Trust Co. 
Richland Banking Co. 
West Lawn Trust & Savings 


Alburnett State (reopened) 


Perry State 
Union Central 


Peabody Trust Co. 


Merchants and Mechanics 


Downtown Trust Co. 


Livingston National 
First National 


Downtown Trust Co. 


Lincoln National 
Teaneck National 
(W. Englewood P. 


Peoples State 
Midtown Bank 
Williston National 


Hood System Industrial 


Mission Hill State (reopened) 
Peoples State (reopened) 


_ Sherman Park State 


(The word “bank” 


CaPpmTaL 


$100,000 
150,000 


. 40,000 
200,000 
200,000 


25,000 
50,000 


100,000 
500,000 
100,000 


100,000 
100,000 

25,000 
100,000 
500,000 


50,000 
100,000 


500,000 
50,000 


0.) 


25,000 


20,000 
25,000 


SuRPLvUs 


is omitted from names) 


PRESIDENT 


| Chas. N. Kirkbride 
| Geo. E. Barnett 


| J. E. Brainard 
| E. J. Bunker 

| A. J. Bethune 
| John Bain 


M. M. Strait 
|J. C. Bryon 


G. R. Ewald 


H. N. Flanders 


J. F. Crawford 


Fred. Rieke 

Robert Winthrop Kean 
John C. Hurff 

Fred. Rieke 

Harry Meyers 


George C. Felter 
W. B. Smith 


Peter E. Kassler 
|H. H. Tredwell 


R. S. Montgomery 


Jerkins Berkley 
Geo. Anton 





1C. Stolpen_ 





ABSORPTIONS AND CHANGES IN TITLE 


(The word “bank” is omitted from names) 


PRESENT NAME 


Security Bank & Trust Co. 
First National 
Peoples 


Flora State 
Farmers State 


Security State Savings 
Union Tr. Co. of Maryland 


Melrose State 
Melrose State 
E. Hennepin State 
Snelling State 


State Bank of 

Bank of Corning 
Sullivan County 
Farmers & Merchants 
Corner Stone 


Fremont National 


Camden Safe Dep. & Tr. Co. 

Merchants Trust Co. & 
Newark Trust Co. 

Broad & Market ee 
Bank & Trust C 

Federal Trust Co. 


Bank of Niagara & 
Cataract National 
Bank of Sheepshead Bay 


Citizens Bank 
Kingston Bk. & Tr. Co. 


Citizens Bank & Trust Co. 
Commerce & Industry 


Pioneer State 


Former NAMES 


| 
| 
} 
| 
| 
| 
| 


ity Trust Co. 
|Bank of Durham 


—_ Bank & Trust Co. 


| Carroll Co. Loan, Trust & 


| Savings Co. 


| 
{Brandon State Savings & 
| Farmers Savings 


|Walnut Valley State 
|Commerce Trust Co. 


|Borgerding State 
Security State 

Third N. W. National 
|Midway National Bank 
| 

Farmers & Merchants 
Peoples Bank 
International 

{Peoples Bank 

|Peoples Bank 


|See. State Savings 


lc entral Trust Co. 
| Merchants & Newark Trust 


Forest Hill National 

\Springfield Ave. Trust Co. 

Natl. Bank of Niagara & 
Trust Co. 

Guardian Natl. of Brooklyn 

Farmers Bank 


W. Side Trust Co. 





Atwood Banking Co. 
a Bk. & Tr. Co. 


— St. of Centerville 


First Bank of Kern & Secur- 


How CHANGED 


Merger 
|Succeeds 
Succeeds 


Merger 
Merger 


| Absorption 
{Succeeds 
Consolidated 
Converted 
|Converted 

| 





\'Taken over 
|Taken over 
|Consolidated 
|Succeeds 

| Merger 


| Merger 


Consolidated 
Merger 


Merger 


|Consolidated 
Converted 


Purchase 
Merger 


Succeeds 
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} Merger 
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$ 5,000,000) 
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| 
13,400! 


25,000) 6,250 R. F 





1,400 F. H. 


9,460S. 


1,429,225 


10,000 
100,000 








50,000 


PRESIDENT 


. Clarke 


5 1. Macgregor 
53, ‘000 H. H. Bigelow E. N. Leaf 


2,000 Arni Bergman E. F 
P. Langley 


87,910 Chas. F. Dodge 


891,860 E. M. Rosser 


E. Carter 
54, isoR. O. Johnston 
27,210 A. C. Keefhaven 





CasHIER 


’. Harwell 
E. W. Parrish 
John H. Bain 


A. J. Schueler 
N. P. Black 


O. Bishop 


aoe Cc. Willie 
Geo. C. Hulick 
Fred. G. Hardifer 


Franklin C. Stevens 
J. R. Ellis 


Clifton Stanton 
E. E. Patterson 


Mrs. C. M. Lovelace 


O. R. Meeker 
E. Paulson 


_|H. J. Collins _ 


TO CONSOLIDATIONS 


CasHIER 


Gertha E. Voorhees Elias C. Patty 


E, E. Strait 


J. Earl Tanner 


Ray C. Teuschler 


A. D. Campbell 
. Roberts 
G. W. Smith 


I. McKennan 


612,800 Del sneer Rankin J. C. Moakler 
E. J. Whalen 


W. C. Betts 


16,000 Edw. Schulmerick W. 8S. Bowen 


Harold Tippett 


R. MecNatt 
Barnett R. Hine 


C. F. Kayser 












NEW BANKS REPORTED IN 
































































PROCESS OF ORGANIZATION 


(The word “bank” is omitted from names) 


Srate & Town NAME OF BANK CaritaL SURPLUS CoRRESPONDENT 
New Jersey ’ 
Jersey City Downtown National $ 250,000$ 50,000 R. J. Hoos 
New York 
Eastport Eastport National 50,000. .........<. C. T. Gordon 
Pennsylvania 
Prospect Park 
(Norwood Sta. 
P. O.) Prospect Park State SRG <a cawcece 
South Carolina 
Columbia Union Trust & Mortgage Co PR a iinctuman 
South Dakota : ; 
Gregory Security National ND ics ies T. F. Tobin 
Tennessee 
Chattanooga Chattanooga Industrial Bank 
Corporation ye R. L. Kittrell 
Virginia 
Hopewell Hopewell Bank & Trust Co. 50,000 30,000 R. E. Brooks 
Richmond Richmond Commercial & 
Savings 150,000 50,000 
Washington 
White Center Ba 
(Waterman P.O.) White Center National a O. G. Jones, % Bunge Horse Lbr. 


Co., Rt. No. 8, Seattle, Wash. 





























BANKS REPORTED 








CLOSED 



































CALIFORNIA 
Imperial—Farmers and Merchants Bank 





























ILLINOIS 
Aurora—Aurora Trust & Savings Bank 
Benton—Mereantile Bank & Trust Co. 
Buda—Citizens State Bank 
Mansfield—State Bank of Mansfield 
West End—State Bank of West End 
























































IOWA 
Ryan—Ryan State Bank 
Walker—Exchange State Bank 



































KANSAS 
McCracken—Bank of MeCracken 
New Cambria—New Cambria State Bank 
Zarah—Zarah State Bank 























KENTUCKY 
Milford—Milford Bank 
Sunrise—Sunrise Deposit Bank 


MINNESOTA 
Matawan—Citizens State Bank 
Minneapolis—American State Bank 

















MISSOURI 
Arrow—Arrow Rock Stock Bank 
Chula—Farmers Exchange Bank 
Mt. Moriah—Bank of Mt. Moriah 


NORTH CAROLINA 
Nashville—Bank of Nashville 





























NORTH DAKOTA 
Gwinner—Farmers State Bank 
Mantador—Farmers State Bank 
Minto—First State Bank 


OKLAHOMA 
Collinsville—State Bank of Collinsville 
























































OREGON 
Seaside—First State Bank 
Sheridan—Sheridan State Bank 





























SOUTH CAROLINA 
Estill—Estill Commercial Bank 


SOUTH DAKOTA 
Shindler—Shindler State Bank 
































TENNESSEE 
Wartrace—Wartrace Bank & Trust Co. 


TEXAS 
Howe—Howe Guaranty State Bank 



































NEW ASSOCIATION OFFICERS 


Indiana 
President C. O. Holmes, president, South 
Side Trust & Savings Bank, Gary, 
Indiana. 
Vice President A. G. Brown, president, First 


National Bank, Greencastle, In- 
diana. 

Forba McDaniel, 310 Odd Fellows 
Bldg., Indianapolis, Indiana. 
Asst. SecretaryMary S. Dennis, 310 Odd Fellows 
Bldg., Indianapolis, Indiana. 
Amos Ritchie, Old National Bank, 
Fort Wayne, Indiana. 


Secretary 


Treasurer 


Nebraska 

President C. A. Smith, vice president, Tilden 
National Bank, Tilden. 

Chairman F. R. Haggart, vice president, St. 
Paul State Bank. 

Treasurer Frank Boyd, vice president, Omaha 
National Bank. 

Secretary Wm. B. Hughes, 908 Woodmen 
Bldg., Omaha. 

General J. P. Palmer, Peters Trust Bldg., 

Counsel Omaha. 
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NEW BRANCH BANKS 
AUTHORIZED 


This list includes only those authorized by 
the Comptroller of the Currency and does 
not include any established by state banks 





The Bank of Italy National Trust and 
Savings Association, San Francisco, Cal. 
Location of branch —on Powell St., in 
the vicinity of Sutter Street, San Fran- 
cisco. 

The Public National Bank and Trust 
Co. of New York, N. Y. Location of 
branch—vicinity of Broadway & 94th 
St., Manhattan. 

The Bowery and East River National 
Bank of New York, N. Y. Location of 
branch—vicinity of Roosevelt and Al- 
bertus Avenues, Corona, New York 
City. 

Bowery and East River National Bank 
of New York, N. Y. Loeations of 
branches: Viciniiy of East Tremont 
Avenue and Eastern Boulevard. Vicin- 
ity of Westchester and Buhre Avenues, 
Bronx. Vicinity of Kings Highway and 
West 8th Street, Brooklyn. 

The Public National Bank and Trust 


Co. of New York, N. Y. Location of 


Branch: Vicinity of 204th Street and 
Decatur Avenue, Manhattan. 

The Farmers National Bank and 
Trust Co. of Winston-Salem, N. C. Lo- 


cation of branch—vicinity of the corner 
of 8th and Trade Streets, Winston- 
Salem, N. C. 


WINDOW DISPLAY TIPS 


FOR THE MONTH OF JANUARY 


By ARTHUR L. BOWEN 
Of the State Bank of Chicago 





HE story of how the first month of 
our year came to be so named is 
pregnant with meaning. <A splendid op- 
portunity is afforded here to draw a 
happy analogy on the virtue of thrifti- 
ness. 

It is told as follows: Janus the Roman 
deity for whom January is named, was 
credited with possessing the power to 
look backward and forward at the same 
time, and was consequently pictured as 
a god with two faces. 

He was the special patron of the be- 
ginning and ending of all undertakings. 
His head with two faces enabled him to 
look into the past and the future. 

In a similar way, we as individuals 
follow the ancient meaning of this 
nionth’s name. We take inventories at 


the beginning of the month of January, 
that is, we look over what we have aec- 
complished during the year passed and 
see what is to be carried, of those things 
unfinished, from the 
old year into the 
new. 

The accompany- 
ing illustration 
shows the head of 
Janus as it appears 
on certain old Ro- 
man coins. From 
this an enlarged drawing can be made, 
to be used in your window display. To- 
gether with this illustration as a center- 
piece, part of a verse by Longfellow 
might be used. It is as follows: 

(Continued on page 54) 
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Bandit-proof! This bank and all its branches 


Tue Detroit SAvincs BANK, its 25 branches illus- single dollar through hold-up since their equipments 
trated above, and some 420 other banks through- of bullet-proof glass partitions, wickets, deal trays 


out the country enjoy the protection of Safety and gun ports have been instalied. For informa- 
Bandit-Resisting Fixtures. Not one has lost a_ tion, write to us, or to your nearest distributor. 


Distributed by 
The Wm. Inglis Wire & Iron Works, 960 Harper St., Detroit, Mich. 
Bank Safety Company, 6 Anthony Building, Muncie, Ind. 
St. Louis Bank Bldg. Equipment Co., 9th and Sydney Sts., St. Louis, Mo. 
Globe Wire & Iron Works, Milwaukee, Wis. 
T. F. McGann Sons Co., 114 Portland Street, Boston, Mass. 
Kramer Woodworking Co., 20th and Indiana Ave., Phila., Pa. H 


Dietrich Bros., 220 Pleasant Street, Baltimore, Md. 
Safetee Bank Fixture Co., Adena, Ohio 
Robt. A. Wright & Co., 1005 Liberty Avenue, Pittsburgh, Pa. 
Karl Hansen Co., Inc., 117-135 N. Robertson St., New Orleans, La. 
Southern Wire & Iron Works, Atlanta, Ga. 
. M. Wade Manufacturing Co., Charlotte, N. C. 


Vé CAN MAES FYOCCR BANE BAND I fF « FR OCee? 


Tue SAFETY CoRPORATION, ~sDENA, OHIO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 









of names. 


is only what you 





HE directors of many new 
banking institutions find dif- 
ficulty in selecting a name. The 
tendency is to exaggerate the im- 
portance of the name. In the last 
analysis a name is not so important or 
significant as it is generally believed to 
be. 

I am not now eonsidering at all a 
name which has been in existence for a 
long time and to which good will is at- 
tached. That, of course, has a big sig- 
nificance. What I am speaking of, is 
the naming of a bank at the very begin- 
ning, under the mistaken notion that the 
name will have an import- 
ant part in the growth and 
progress of the bank, and 
in the securing of deposits. 

There are some eases, it 
is true, in which a name 
does mean something. If 
a bank is named after the 
city in which it is located, 
as for instance, the Syra- 
euse Trust Co., it is a desig- 
nation which plainly car- 
ries with it the information 
that the trust company is 
located in Syracuse. 

In like manner, to eall a 
bank tlie First National 
Bank of Elizabeth, indi- 
eates not only that it is 
located in Elizabeth, but 
also that it is the first na- 
tional bank to be organ- 
ized there. This of course, 
is not always true, for 
sometimes the “first” na- 
tional bank to be organ- 
ized happens to have some 
other name; generally 
speaking, however, it is the 
first. Many bankers will 
send their business to a 
First National Bank be- 
cause they think it is the 
oldest institution in the 
locality. 


Euphonious Names 


In large cities, a local name may be 
given to indicate a district, as for in- 
stance, Pershing Square Trust Co., or 
Bronx County Trust Co., or Franklin 
(Street) National Bank. 

After we have eliminated names of 
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HOW TO CHOOSE A NAME 
FOR YOUR BANK 


An analysis of the value of different types 
After all, the value of a name 
make of your bank 


By GEORGE 5S. SILZER 


President, Interstate Trust Co. of New York 


this class, there is little significance in 
the choice of a name, except one of 
euphony. 

If a fine sounding name is selected, it 
creates a certain indefinable good will, 
just as the words “Lucky Lindy” make 
an instant appeal to the ear and to the 
imagination. This, however, is rather 
difficult to do, because every banker feels 
that the name must not only be fine- 





GEORGE S. SILZER 


President, The Interstate Trust Co., New York City. 


sounding but dignified as well. 
not always easy to do both. 

In the naming of a bank, another 
thing is to be avoided, and that is undue 
length, because this adds inconvenience 
and labor in the handling of the bank’s 
business. It certainly will add much 
more to the work of an institution to 


It is 








have a name like the Indianapolis 
Commercial National Bank & 
Trust Co., than if it were simply 
Lincoln Trust Co. 
When we have considered all of 
these things, I think it is fair to assume 
that there is very little left. 


Some Famous Names 


Let us take for example, the names of 
some of the best, as well as best-known 
banks in New York. The title, Corn Ex- 
change Bank certainly does not indicate 
that corn is to be exchanged for money 
or money for corn. But even if this 
were the fact, it would 
seem to be a very slight 
drawing ecard in the Wall 


Street district. It is, of 
course, a name that has 
been continued from an 


earlier date, when it had 
more significance. 


The name Chatham- 
Phenix National Bank & 


Trust Co. indicates to a de- 
positor that whatever its 
origin may have been, it is 
now a combination of 
banks consolidated into one. 

Chemical National Bank 
may have been a bank or- 
ganized to eater primarily 
to the chemical industry, 
but its size at this time is 
evidence that it has long 
since outgrown that indus- 
try. 

The name Butchers and 
Drovers National Bank 
(absorbed about a year 
ago) was no indication, in 
recent times in New York 
City, that butchers and 
men driving animals in 
droves were the main sup- 
port of that institution, any 
more than that the Farm- 
ers Loan & Trust Co. title 
indicates that the dirt 
farmers who abound in New York City 
are sustaining that institution. 








Banks Named for Great Men 


Popular names, suggested from time 
to time, are those of prominent men, 
such as Lincoln, Franklin, Hamilton, 
(Continued on page 78) 


BANKERS MONTHLY for DECEMBER, 1927 


Leading banks, 
business houses and 
industries everywhere 
safeguard funds with. 


- 


TODD SYSTEM OF CHECK PROTECTION 


—_ ae 


i 
t 
l 
4 
3 
1 
| 


The Protectograph eliminates 
a large percentage of all check 
frauds by preventing raised 
amounts. It is made in a 
variety of standard models, 
one for every type of business 
—$37.50 up. For private use 
the Personal Protectograph at 
$20 has a nation-wide popu- 
larity. Only Todd can make 
a Protectograph. 


Etna Life Insurance Co. 
Ajax Rubber Co. 
Alabama Power Co. 
Allis-Chalmers Mfg. Co. 
Aluminum Co. of America 
American Express Co. 
American LaFrance Fire Engine 
Co., Ine. 
American Laundry Machine Co. 
American Radiator Co. 
American Rolling Mill Co. 
American Thread Co. 
Armstrong Cork Co. 
Associated Oil Co. 
The Atlantic Refining Co. 
Atwater Kent Mfg. Co. 
Auburn Automobile Co. 
Barber Asphalt Co. 
Bearings Company of America 
Bemis Bros. Bag Company 
The Berger Mfg. Co. 
Boston & Albany R. R. 
Boston & Maine Railroad 
The Bradstreet Co. 
Brunswick Balke Callender 
Company 
Buckeye Steel Castings Co. 
The Bucks Stove & Range 
Company 
Edw. G. Budd Mfg. Co. 
F. N. Burt Co. 
Cannon Mfg. Co. 
The Celotex Company 
Central Railroad of N. J. 
Certo Corporation 
Champion Spark Plug 
Chase & Sanborn 
Chicago, Milwaukee & St. Paul 
Railway 
City of Rochester, N. Y. 
The Colorado Fuel & Iron 
Company 
Columbia River Canning 
Company 
Columbia Steel Corp. 


Todd Greenbac Checks, with 
their patented self-canceling 
features, eliminate another 
major source of possible check 
losses by preventing change 
of payee’s mame, date and 
number and “counterfeiting.” 
The instant the forger’s acid 
is applied countless imprints 
of the word “VOID” appear. 


A partial list of Todd users 


Controllers Office, Sacramento, 
Calif. 

Corning Glass Works 

Corn Exchange Bank, New York 

The Curtis Publishing Co. 

Delco Remy Co. 

Delaware, Lackawanna & 
Western R. R. 

Dodge Bros. 

Donner Steel Co. Inc. 

Dunlap Tire & Rubber Co. 

Eagle Picher Lead Co. 

Eastman Kodak Company 

Electric Auto Lite Co. 

Electric Storage Battery 
Company 

Equitable Trust Co. of N. Y. 

The Estate Stove Works 

Federal Radio Corp. 

First National Bank of City of 
|e = 

Ford Motor Company 

General American Tank Car 
Corporation 

General Petroleum Co. 

General Tire & Rubber Co. 

Goodyear Tire & Rubber 
Company 

jrand Trunk Railway System 

Graybar Electric Co. 

Great Northern Raiiway 

Guaranty Trust Co. 

Hamilton Brown Shoe Co. 

Hamilton Watch Co, 

Harbison-Walker Refr. 
Company 

W. A. Harriman & Co., Inc. 

Hart Schaffner & Marx 

Hazel Atlas Glass Co. 

Hercules Powder Co. 

The Home Insurance Co. 

Homer Laughlin China Co. 

Hudson Motor Car Co. 

Humble Oil & Refining Co. 

Illinois Watch Case Co. 


Indiana Limestone Co. 
Ingersoll Rand Co. 
International Harvester 
Company 
Johnson & Johnson 
Kroehler Mfg. Co. 
LaClede Steel Co. 
Lehn & Fink, Inc. 
Libby, McNeil & Libby 
Louis K. Liggett Co. 
MacFadden Publications 
Magnolia Petroleum Co. 
Marland Refining Co. 
Massachusetts Mutual Life 
Insurance Co. 
Michaels, Stern & Co. 
Michelin Tire Co. 
Michigan Central Railroad 
Miller Rubber Co. 
Moon Motor Car Co. 
Frank A. Munsey Co. 
National Cash Register Co. 
National Carbon Co., Inc. 
National City Bank of 
New York 
National Lead Co. 
National Silk Dyeing Co. 


National Twist Drill & Tool Co. 


New York Central R. R. 

North East Electric Co. 

Oneida Community Ltd. 

Pacific Gas & Electric Co. 

Paige Motor Co. 

Paine, Webber & Co. 

Parke, Davis & Co. 

Pennsylvania R. R. 

The Pepsodent Co. 

The Philadelphia Electric 
Company 

Pittsburgh Plate Glass Co. 

Postum Company, Inc. 

Prest-0-Lite 

Public Service Co. of N. J. 

The Robbins & Myers Co. 


Standard Forgery Bonds 
cover the remaining 
check-fraud possibilities, 
namely, outright forgery 
of signature or of endorse- 
ment. As preferred risks, 
Todd users qualify for 
such bonds at large sav- 
ings from the Metropolitan 
Casualty Insurance Com- 
pany, New York. 


Rochester Gas & Electric 
Corporation 

Reo Motor Car Co. 

John A. Roebling’s Sons 

Republic Stamping & 
Enameling Co. 

Rome Brass & Copper Co. 

D. A. Schulte, Inc. 

Sears, Roebuck & Co. 

Sing-Sing Prison 

The Singer Mfg. Co. 

Skelly Oil Co. 

Southern Pacific Railway 

Southern States Steel 
Corporation 

Spencer, Kellogg & Sons 

Standard Sanitary Mfg. 
Company 

Standard Oil Co. of N. J. 

F. B. Stearns Co. 

Stromberg-Carlson Mfg. 
Company ‘ 

The Symington Co. 

Texas Company 

Toledo Scale Co. 

United Cigar Stores Co. 

United Electric Light Co. 

United Fruit Co. 

United Hotels Co. 

U. S. Industrial Alcohol 
Company 

United States Light & Heat 
Corp. 

United States Rubber Co. 

Universal Pictures Corp. 

Virginia Bridge & Iron Co. 

The Vitaphone Corp. 

The Warner Bros. Co. 

F. W. Woolworth Co. 

Wm. Wrigley, Jr., Co. 

Westinghouse Air Brake 
Company 

Westinghouse Electric & 
Mfg. Co. 

Yawman & Erbe 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





CHICAGOTRUS 
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E INVITE 

banks and 
bankers with 
Chicago prob- 
lems to make a 
connection with 
us. 


Severe demands 
are a welcome 
test of a service 
which we think 
has something 
additional in 
care and exact- 
ness. 


CHICAGO TRUST 
COMPANY 


LuciusTeter JohnW.O' 
President Vice-President 


CHICAGO 


Readers will confer a favor by mentioniny THE BANKERS MONTHLY when 
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MERCHANDISE TURNOVER 
AS A CREDIT FACTOR 


(Continued from page 24) 
slow down the volume of business done 
relatively to the average amount of mer- 
chandise which the dealer must keep on 


hand. To compensate for the low rate of 


turnover, the dealer obtains a high per- 
centage of gross profit. 

In the ease of the dealer in produce, 
we have a contrary set of conditions. 
Instead of handling a luxury, the dealer 
is vending a necessity. The individual 
articles sold represent little in money 
and the inventory as a whole is made up 
of a few staple lines. Then, too, a large 
part of the inventory is composed of 
commodities of a perishable nature. 
Consequently, merchandise turns very 
rapidly indeed. Naturally, the margin 
ot gross profit on each article sold is 
small. 


Importance of Rapid Turnover of 
Merchandise 

It is plain that the faster a concern 
moves goods off its shelves, the less risk 
of loss there is of accumulating shop- 
worn, obsolete and unsalable merchan- 
dise. This, of course, is a highly im- 
portant matter but one which is perhaps 
not so easily expressed in figures as the 
increase in profits resulting directly from 
a speeding up of turnover. 

Inasmuch as profit is the objective of 
most private enterprise, there should be 
constant striving on the part of a con- 
cern’s management to increase net earn- 
ings relatively to capital (both borrowed 
and owned) invested in the business. 
This can be done either by increasing 


the volume of sales without a proportion- 


ate increase in capital invested, or by 
doing the same volume on a smaller 
amount of invested capital. 
the following case: 


Consider 


The J. Mercantile Co. with an average 
annual investment in inventory of $350, 
000 had sales for the year of $500,000. 
Its average mark-up was 20 per cent of 
the sale price. The sales at cost, there- 
fore, (actual sales less 20 per cent) 
amonnted to $400,000. Thus inventory 
was turned only 1.15 times during the 
year. 

Suppose, now, that through a_judi- 
cious buying and an enterprising sales 
policy, the same volume of business was 
maintained but the average investment 
in inventory was worked down to $200,- 
600 and the rate of turnover increased 
from 1.15 times to 2 times a year. 

This change would result in releas- 
ing capital in the sum of $150,000 which 
had previously been needlessly tied up 
in inventory. If this eapital had been 
borrowed at an annual rate of as much 
as seven per cent, the saving to the own- 
ers of the business as additional profits 
would amount to $10,500. 


Two Actual Cases 

Reproduced with this article is a bal- 
ance sheet and profit and loss account 
of a certain wholesale dry goods com- 
pany whom we shall designate as “A.’ 
The balance sheet shows the company to 
be in an undereapitalized condition. 
Current indebtedness (not  ineluding 
$13,000 due to officers and friends) 
amounts to nearly 90 per cent of net 
worth—too high a proportion for a busi- 
ness of this size and particularly for 


(Continued on page 42) 


BALANCE SHEET OF THE “A” WHOLESALE DRY GOODS 
COMPANY AS OF 12-31-23 


3,000 


Accounts receivable $ 60,545 


Merchandise on hand $171,649 


QUICK ASSETS ........ $235,194 


Furniture and fixtures 


TOTAL ASSETS . . -$242,770 


Notes to banks .............-$ 20,615 
Notes and trade acceptances 
for merchandise 
Accounts payable 
Accruals 


CURRENT LIABILITIES. .$106,006 


Due officers and friends ...... $ 13,106 
Capital stock $ 25,000 
GRTPERS ccc ccseccccecccccccs $ 98,655 


TOTAL LIABILITIES... .$242,770 


INCOME ACCOUNT OF THE “A” WHOLESALE DRY GOODS 
COMPANY FOR THE YEAR ENDED 12-31-23 


DEBIT 


Inventory beginning of 
year 
Purchases 


Cost of sales $256,061 
Interest and discount paid ....$ 8,095 
Officers salaries .............$ 17,540 
Ferre Ore $ 442 
Operating expense ........... $ 28,479 
Bad debts 1,926 
Net profit 5 64,482 


$307,026 


CREDIT 
Inventory end of 
year 
Cost of sales 


Sales (net) $303,155 
Cash discount $ 2,369 
Tax rebate 900 
Other income 


$307,026 
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To officers of 
corporations 
The Equitable acts in 


the following corporate 
trust capacities: 


1. As trustee under 


mortgages and deeds 
of trust, securing bonds 
of railroad, public util- 
ity and industrial cor- 
porations. 


2. As transfer agent 
and registrar of stock. 
(In the transfer of even 
a single share of stock 
there are thirty-five sep- 
arate steps. Each one 
of them 1s vital to a 
proper transfer; if a 
single error is made, con- 
fusion, loss of time and 
expense will result.) 


3. As depositary under 
protective agreements 
or under plans of reor- 
ganization of railroad, 
public utility and in- 
dustrial corporations. 


4. As agent and depos- 
itary for voting trus- 
tees. 


5. As assignee or re- 
ceiver for corporations 
under action for the 
protection of creditors. 


6. As fiscal agent for 
the payment of bonds, 
and coupons of states, 
municipalities and cor- 
porations. 


Without incurring any 
obligation, consult the 
nearest office of The 
Equitable with regard 
to any of the services 
rendered by our Cor- 
porate Trust Depart- 
ment. 
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Protect yourself 
against these costly errors 


In the transfer of even a single share of stock there are 
thirty-five important steps. An error in any one of them 
will result in confusion, loss of time and expense. 


By appointing The Equitable transfer agent the proper 
execution of this phase of business is assured. 


The corporate trust services of The Equitable are avail- 
able to local banks wishing to amplify their own services 
for the benefit of their customers. 


Read the column at the left .. 


. then send for our booklet, 
The Equitable Trust Company of New York, Transfer Agent. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
37 WALL STREET 


Cuicaco: 105 South La Salle Street — Telephone: State 8312 
DISTRICT REPRESENTATIVES 
PuiLapetpuia: Packard Building 


Batimore: Keyser Bldg., 
Calvert & Redwood Sts. 


ATLanTA: Healey Building 
San Francisco: 
Financial Center Bldg. 


MEXICO CITY 
Total resources more than $475,000,000 


LONDON ‘ PARIS 


© F. T. C. of N. Y., 1027 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Closed view showing 20 inch architrave 
with molding trim. 


Above Door Furnished Standard wif 
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Edge view showing 20 inch thickness, 3% inch 
ornamented bolts. 


without Extra Charge, Incremg 


I Actually nearly 1214” solid, anticipating any future require- 
ment of 12” solid to get No. 10 rate. 

2 20 Inches on edge including bolt frame and glass door. 

3 Polished steel hinge. 


4 8 inches of torch plus more than 4 inches of drill and explo- 
sion protection. 
§ Finish plates in vestibule an? on back frames. 
6 Individually ornamented 314” bolts. 
‘7 Compressor system housings turned from oversize castings. 
8 14 steel and bronze bevel, worm and spur gears lubricated by 
12 easily accessible oil tubes. 
9 The ultimate in accurate machining and rigid construction to 
assure lifetime care free use. 
10 Five year replacement guarantee against penetration in any 
form. 
11 The fact that NATIONAL can furnish doors of unsurpassed 
quality at the same price as inferior competitive types is not 
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based on miracle stuff or philanthropy. Nearly a ye@ 4 
been spent in designing and tooling up for this door #§ COME 
the highest manufacturing efficiency and precision. 
is the lowest in many years and we are in the heart of #§! Dray 
Steel District, and have our material delivered to our blac 
where others have freight and cartage to overcome. Ow Nea 
is to continue to give each Bank an installation they wil¥§ ines, 
enthusiastic about. This invariably brings more conit 20 in 
keeping our sales cost to 4% instead of as high as 38%* inch 
one company admitted. Our geographical advantage, * 
manufacturing efficiency, and low sales cost are added 0 ™) 3 
quality of the work. inch 


Tue Nationat Sare oc 


GENERAL OFFICES—26@. a 
WORKS—EAST 69th TO 70h SB Al 


CLEVELAND, ° 


SALES ENGINEERS QUICKLY AVAl PRINCI 
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passage to vault. 


WHERE A NATIONAL 12 INCH 
DOOR OVERWHELMINGLY EXCELS 
No. 10 RATE DOORS 


year 
“" oF 
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Open view showing imperceptible 


Finish plates in vestibule instead of 
painted vestibule. 


Bolt frame cast integral with door in- 
stead of screwed on. 


Diameter of Compressor Drums: 9” top 
and bottom and 11” center, instead of 


Diameter Compressor Shaft: 2” instead 


Diameter Hinge Barrels: 4” inner bar- 
rels and 5” outer barrels, instead of 3” 


Width hinge body, 934” instead of 9”. 
Thickness hinge body, 234” instead of 2”. 
Clear opening height, 8014” instead of 
78”. 


Clear opening width, 33” instead of 32”. 
Overall height, 10614” instead of 98”. 








6. 
bey | Drawfiled polished hinge instead of 
our *§ black painted. - 
vat Nearly 1214” solid instead of 91% to 10 
7 wet inches. 7” to 9” 
5 38% % inches on edge instead of 1514 to 16 8. 
tage, # inches. of 134”, 
led to #E* 3% inch bolts instead of 214 to 274 9. 
inches. 
to 4”. 
: 10. 
emocK Company e_—: 
ek 12. 
och STS "LVANIA R. R. 
ND, ¥ 13. 
,vAILSUEPRINCIPAL CITIES 14, 
Readers will confer a favo 
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e Never Was Greater Value 
industry than the 


US PLUG DOOR 


- 


Side view showing interior of vestibule finished 
same as outside of door. 


of Below Listed Special Features, 
e Value Hundreds of Dollars 


15. Overall width, 8034” instead of 64”. 


16. Yale combination locks instead of a 
private brand. 


17. Weight 20,000 Ibs. instead of 15,000 to 
16,000 Ibs. 


PLEASE CHECK (#7) AND MAIL 
The National Safe and Lock Company 
2345 E. 69th St.,. CLEVELAND, OHIO 
Gentlemen: 
We want, without obligation, complete 
information concerning: 


2 Send 40 Page Pictorial Booklet 

O Bank Vault Doors 0 Safe Deposit Boxes 
© Daylight Robbery © Vault Systematizers 
O Vault Linings 2 Chests 

© Grille Partitions O Vault Lockers 
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Personal Service 


UR wide facilities, not only 
here, but in more than 
100 foreign countries, make this 
an ideal connection for you—one 
characterized by the personal note 
which is never lacking at this 


friendly big bank. 


The Foreman National Bank 


The Foreman Trust and Savings Bank 
La Salle and Washington Streets, Chicago 





RESOURCES EXCEED 100 MILLION DOLLARS 
























































































































THE BANKER’S LIBRARIAN 


Train yourself to read for profit and not merely for amusement. 





Beyond the Counter 

“The only justification for the ex- 
istence of a special service department 
in the bank is to carry salesmanship 
beyond the counter into the community.” 

This is an example of the philosophy 
back of the new book entitled “Beyond 
the Counter’ by Mary B. Reeves, who 
has been for several years manager of 
the industrial and school savings depart- 
ment of the Philadelphia Savings Fund 
Society. 

As the name indicates, this book shows 
how to sell a bank to the community by 


—Henry L. Doherty 


work beyond the teller’s counter. 

“The manager of the service depart- 
ment must remember that all human acts 
are prompted ‘by certain well-defined 
motives. Any effort at savings promo- 
tion should be preceded by a careful 
analysis of the motives which induce 
systematic savings. The bank’s savings 
facilities should then be sold on this 
basis,” she continues. 


“Those who have had experience with 
establishing and promoting school sav- 
ings accounts agree that their troubles 
begin when the savers reach the age of 
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14,” said Miss Reeves in an article on 
page 15 of the September 1927 issue of 
THE BANKERS MontHLy. And in her 
new book she gives many plans and 
principles that show just how to handle 
school savings business with pupils of 
all ages. The following quotations will 
be helpful in themselves and will indi- 
cate the type of philosophy on whieh 
this practical book is based. 

“It has been proved that banking by 
classes brings far better results than 
having the school banking done at one 
central point. 

“It has been demonstrated that the 
children’s beliefs in the benefits of the 
bank and the regularity of their deposits 
are in direct proportion to the teacher's 
expressed interest. 

“Parents’ cooperation is perhaps the 
weakest link in the chain of essentials 
to successful school savings. 

“Systematic saving is insurance against 
mental anxiety; against debt; against 
business reverses and against desolate 
declining years. 

“The man who saves is the best kind 
of employe for there is small probability 
of his changing about from one place to 
another because he is saving for a definite 
purpose and does not care to be deterred 
from that purpose by any interruption 
in employment. 

“Employers who have encouraged a 
permanent savings fund at the plant 
have expressed themselves as noticing 
three marked effects; reduced turnovers, 
improved morale, less radicalism. 

“The first step in undertaking indus- 
trial savings is to study the community 
and then, with a list of the leading in- 
dustries in hand, map out a routine of 
visits to the employers.” 

“Beyond the Counter” by Mary B. 
Reeves may be purchased from the 
author addressing her in care of the 
Philadelphia Savings Fund Society, 
Philadelphia, Pa., price $1.90.” 


Cost Accounting 


With the necessity for showing the 
expense of handling bank accounts, cost 
accounting has become extremely im- 
portant for bankers. Here is a new book 
prepared for the accountant. .As the 
work of a cost accountant touches the 
field of industrial engineering and 
management, emphasis is placed upon 
accounting procedure while the economic 
aspects are given secondary considera- 
tion. In other words, the purpose of 
this book is to make better cost account- 
ants. It covers the subject both from 
the elementary and advanced points of 
view. The controlling of accounts is dis- 
cussed. 

Cost Accounting is written by W. 
B. Lawrence, certified public account- 
ant. It is a 544 page book and is pub- 
lished by Prentice-Hall, Ine., 70 Fifth 
Avenue, New York City, price $5. 
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There Is An Advantage In Dealing | 
With The GUARDIAN GROUP 


Customers of any unit of the Guardian Group have at 
their disposal resources and services of a character and 
scope never before available under one roof within the 
Detroit field—in all major and minor phases of Com- 
mercial, Investment, Fiduciary and Savings banking. 


We invite patronage from those to whom this combina- 
tion of services appeals. 


Comprising with the Guardian Trust Com- 
pany and the Guardian Detroit Company 
the Guardian Group, which offers complete 
banking, fiduciary and investment service 
under unified ownership and operation. 


Pre e¢ct @ as 


OF ONE OR MORE GUARDIAN INSTITUTIONS 


FORD BALLANTYNE, 
Secretary Michigan Alkali Company 
HENRY E. BODMAN, 
Counsel for the Guardian Group 
HOWARD BONBRIGHT, 
President General Securities Corporation 
RALPH H. BOOTH, 
President Booth Publishing Company 
JUDSON BRADWAY, 
, President Judson Bradway Company 
LAWRENCE D. BUHL, 
President Buhl Aircraft Company 
ROY D. CHAPIN, 
Chairman of Board Hudson Motor Car Co. 
HOWARD E. COFFIN, 
Vice-Pres. Hudson Motor Car Company 
GEORGE R. COOKE, 
Pres. Geo. R. Cooke Construction Company 
FRANK COUZENS, 
Vice-Pres. Frazer-Couzens Company 
GEORGE R. FINK, 
President Michigan Steel Corporation 
FRED J. FISHER, 
Vice-Pres. General Motors Corporation 
EDSEL B. FORD, 
President Ford Motor Company 
LUMAN W. GOODENOUGH, 
Goodenough, Voorhies, Long & Ryan 


JOHN C. GRIER, JR., 
President Guardian Detroit Company 
EDWARD P. HAMMOND, 
President Gemmer Manufacturing Company 
CARLTON M. HIGBIE, 
President Keane, Higbie & Company 
HARLEY G. HIGBIE, 
Treasurer Hugo Scherer Estate, Inc. 
SHERWIN A. HILL, 
Warren, Hill & Hamblen 
ROSCOE B. JACKSON, 
Pres. and Gen. Mgr. Hudson Motor Car Co, 
ALBERT KAHN, 
Architect 
ERNEST KANZLER, 
Executive Vice-Pres. Guardian Detroit Bank 
JEROME E. J. KEANE, 
Chairman of Board Keane, Higbie & Co, 
ROBERT O. LORD, 
President Guardian Detroit Bank 
ALVAN MACAULEY 
President Packard Motor Car Company 
LOUIS MENDELSSOHN, 
Capitalist 
W. LEDYARD MITCHELL, 
Vice-Pres. and Gen. Mgr. Chrysler Corp, 
CHARLES S$. MOTT, 
Vice-Pres. General Motors Corporation 


C. HAYWARD MURPHY, 
Secretary Simon J. Murphy Company 
FRED T. MURPHY 
Chairman of Board Guardian Detroit Bank 
JAMES R. MURRAY, 
President MurrayGorman-Ross, Inc. 
PHELPS NEWBERRY, 
Vice-Pres. Guardian Trust Company 
WALTER S$. RUSSEL, 
Chairman Russel Wheel & Foundry Company 
ALGER SHELDEN, 
President 


ALLAN SHELDEN, 


Shelden Land Company 


H. D. Shelden's Sons 
LUTHER S. TROWBRIDGE, 
Trowbridge, Lewis & Watkins 
CHARLES B. VAN DUSEN, 
President S. S. Kresge Company 
HIRAM H. WALKER, 
President Hoskins Manufacturing Company 
LEWIS K. WALKER, 
Vice-Pres. and Sec’y Guardian Trust Company 
WM. ROBT. WILSON 
Pres. and Chairman Murray Corp. of America 
CLARKSON C. WORMER, JR.. 
President Wormer & Moore 
CHARLES WRIGHT, JR., 
Beaumont, Smith ©& Harris 


BUHL BUILDING - GRISWOLD AT CONGRESS - DETROIT 
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THE WOMAN’S VIEWPOINT 
ON WILLS AND TRUSTS 


(Continued from page 20) 


if they are not to be lost completely. 

This frenzy is sure to come when she is 
struggling with administration expenses 
and long drawn out probate proceedings. 
She can make better investments than But what woman, especially what ver- 
her husband and knows it. She is the 
modern woman, at home in the marts of 


satile, modern woman, wants to reckon 
with time—to admit that her faculties 
may be less keen,—10, 20 years from 

The only thing she isn’t reckoning now? It is eruel to foree her to look 
with is Father Time. She doesn’t grasp 
the hidden irony in the fact that there 
must come a time when speculative se- 


trade. Can't vou see her objections? 


at age—age with its attendant loss of 
energy, enthusiasm and beauty. Yet 
unless vou can show her the future, ever 
so tactfully, that type of woman will 
never be won. 

Mr. White expounded what I think, 
from his manner of saying it, must have 
been his pet philosophy. Thinking it 
over I ean see clearly that he does not 
understand women. This will be a dis- 


curities will be dangerous to own. But 
if she sees that, she still will not be 
willing to admit that her clever intellect 
may cease to function so well. She ean- 
not visualize the time when death will 
visit her home—when investments will 
have to be looked after immediately, 














Hundreds of Bankers 
Use 
N. S. B. Posters 





ind down the street a window sign 


calls cut— 
“Shoes Repaired While You Wait” 
and a lot of people come in and wait 


Timely reminders do 
bring business 


1 


The new tailor opens shop with a brightly 


National Service Bureau Posters are in- 
lettered poster— viting new customers into hundreds of 
“Suits and Coats banks. You will find them displayed in 
Carefully Pressed bank wind ws, lobbies, and on the front 


and presently a customer comes in of bank buildings. 


N.S. B. Posters are lithographed in full 


The restaurant owner advertises— 
colors (20” x 30) from handsome oil 


Special Turkey Dinner $1.0 paintings. The largest banks are pleased 


and more customers drift in with the quality of N. S. B. Posters 


ASK US FOR FULL PARTICULARS 





NATIONAL SERVICE BUREAU 


of New York, Inc. 


80 John Street New York City 





NATIONAL SERVICE BUREAU 
80 John Street, New York 


Information, Please 
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appointment but he really doesn’t. 

Because what he said was, that there 
Was just one way to reach the know-it- 
all class. That was, to have some widow 
who had been through it all talk to some 
cne who hadn’t, and tell of the trouble 
she had gone through in connection with 
investments and administration. In 
other words, he believed that if the wife 
could get the widow’s viewpoint she 
would be convinced. But gentlemen, 
she would not. 

Suppose that a certain widow is fa- 
miliar with Mrs. Know-it-all’s viewpoint 
and knows of her success in financial af- 
fairs. A few months after her husband's 
death, the widow meets Mrs. Know-it- 
all and she says, (only she never would 
open such a subject) “You really should 
let your husband appoint a trust com- 
pany to act as executor and trustee under 
his will. I’m so sorry my _ husband 
didn’t. I always thought I could handle 
investments myself but after John’s 
death things happened so fast and | 
was so lonely and broken in spirit, that 
I did just what had to be done and when 
I found time to check up the securities 
I found they had dropped in value.” 

Do you think Mrs. Know-it-all would 
be swayed by that confession? Indeed 
not, she would feel sorry for her friend 
but would be saying to herself, “I al- 
ways did know she couldn’t make in- 
vestments. She is not as eapable as I 
am.” 

No, if it’s a draw between the widow 
convincing the smart objector, and writ- 
ing an advertisement to do the trick, the 
publicity man has the best chance. I’m 
not saying it could be done, but there 
isn’t any reason why it shouldn’t be 
tried. 

I don’t happen to know any women 
who object. I know many bank women 
who are thoroughly sold on trust service, 
and the women in other lines of busi- 
ness, realize in a lesser degree, how im- 
portant it is to have investments made 
by experts. Generally speaking, the 
married women know less about invest- 
ments, but think they know more. They 
are apt to feel that they have lived with- 
in a small income too long and that when 
they are alone and sorrowful they should 
be permitted to play with the whole 
estate, selecting such part at once as 
might be needed for an ocean vovage. 

These women object because they do 
not understand trust service and it is 
new to them. They need a frank dis- 
cussion of the pitfalls that arise out of 
sudden wealth. For them—paint an 
honest picture of the future. 

The Wisconsin Bankers’ Association 
has successfully promulgated a series of 
standard forms for use in Wisconsin 
banks. Not only has the association 
worked out forms that are of convenient 
size and arrangement as well as legally 
accurate, but it has arranged for supply- 
ing these forms at economical prices. 
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New Union Trust Building, Detroit, now under construction 


T has been truly said that the “best reward 
of having wrought well is to have more to do”. ani 
Union Trust Company regards this new build- 1B) hs 
ing, not only as a memorial of 36 years of faith- 
ful service, but as a medium for rendering even 
finer and broader service in years to come. 
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‘ 
eo) First Trust Company in Detroit — Friend of the Family 
i Gg ) Griswold at Congress Street 
NK Detroit 
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TO CONTROL BANK EARNINGS 
BY ACCRUAL ACCOUNTING 


A system of bank control that prevents 
errors and provides a means of stimulating 
carnings at the beginning of the year 


URING the past 20 vears, rapid 

strides have been made in cor- 
rect accounting methods in all 
phases of business. This has been 
due, in my opinion, mainly to the 
growth of business enterprises, the cen- 
tralization of control of large amounts 
of capital, the necessity of arriving at a 
true profit and loss statement for tax 
purposes and to intelligently meet com- 
petition. 

Some 20 years ago it was considered 
sound business policy to have buried as- 
sets, assets that would not be reflected 
on the books of the corporation, that 
might be called upon in times of strin- 
geney. Very few corporations in those 
days, compared to the total number, 
put out an absolutely true and correct 
balance sheet or 
profit and loss 


By A. W. LEWIS 
Auditor, The Union_Trust Co., Cleveland. O. 


Banks during this period have felt 
competition, also increased operating ex- 
penses such as salaries, and an ever in- 
creasing tax bill for city, county and 
state. The result is, profits have become 
closer each year. 

No bank ean hope to operate on an 
intelligent and safe basis without hav- 
ing aecounting records which furnish 
the officers with a true and accurate 
statement of its condition, and a profit 
and loss statement which shows the vari- 
ous items of income and expense as ac- 
curately as it is humanly possible to 
make them. 


ing records that reflect every asset 

owned by the corporation, whether 

cash has been expended therefor or 

not, every liability incurred whether 

due now or years later, every item 
of income whether received or not, and 
every item of expense whether paid or 
unpaid. 


How the Work Has Been Done 


In the old days, banks attempted to 
arrive at a semblance of an accrual posi- 
tion by using the “aggregate 
This “aggregate basis” involved an an- 
alysis of the loans made or paid each 
day by interest rates. Application of 
the various amounts of principal by in- 
terest rates to the analysis of the vari 
ous classes of total loans outstanding of 

the previous day. 
The daily earning 


basis.” 





statement. The in- 
tax laws have 
changed this. 
While a corpora- 
tion might not pub- 


come 


PROFIT AND L033; 


DAILY STATEMENT OF { RECEIPTS AND DISBURSEMENTS; 
INCOME B EXPENSE, & SUSPENSE, BALANCES. 





lish for publie con- 
sumption a balance 
sheet or profit and 
loss statement that 


_ heremesr - 








Tintt LOANS _ 





as arrived at and 
applied to general 
work accounts. 
This procedure 
was followed for 
approximately _ six 
months or perhaps 





MTEREST U5.CTF3 OF INDEBT. 
INTEREST-US. GOVT BOWOS 








shows in minute de- 
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tail the results of 
operation, or each 
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separate item com- 








prising the balance 
sheet, it is required 
to keep an accurate 
record of accounts. 
This aceurate 


rec- 


T Assia * TOTAL EARNINGS 
isi t 
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ord enables the cor- 
poration to present 
the treasury depart- 
ment with a correet 
balance sheet and 
true statement of 
income and expense 
and the resultant 
profit or loss. 

The matter of 
competition has en- 
tered into this accounting development. 
Competition requires that officials of a 
corporation have true and exact figures 
of the condition of its affairs or they 
“an not long withstand the rigors of 
competition and keep the corporation 
going in a way to insure profits. 
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One of aces es used in an accrual system. The form explains itself. The 
advantages of this system are shown in the accompanying article. 


During this period of years, the eash 
receipts basis of preparing a profit and 
loss statement has become obsolete. In 
its place the acerual basis of presenting 
profit and loss results has come into use. 

No one ean intelligently interpret the 
condition of a corporation without hav- 
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a year. At the ex- 
piration of six 
months or the fiseal 
year, schedules 
were made show 
ing each separate 
note and the un- 
earned or receivable 
portion of interest 
was caleulated on 
each note. After 
arriving at the un- 
earned or receivable 
amounts of interest 
on each note, they 
were totaled and 
the totals were com- 
pared with the gen- 
eral book accounts 
supposed to reflect 


a 


the prepaid or re- 
ceivable interest. 

I have talked with bankers who did 
this work in the years past. Inquiry as 
to how accurate the prepaid or receiv- 
able interest, as shown by the six montli 
or annual inventory was, when compared 
with their general ledger control, which 
(Continued on page 40) 
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Every Morning — 


Users of the 


AG SsceSysten 


include 7 


Chemical National Bank New York City 
New York Trust Company New York City 
Farmers Loan & Trust Co. New York City 
New York City 
New York City 
.......New York City 
First National Bank Boston, Mass 
State Street Trust Company. ..... Boston, Mass 


American Trust Company 
Public National Bank 
Bank of Europe 


Merchants Nationa! Bank Boston, Mas 
Atlantic National Bank Boston, Mas 


American Trust Company Boston, Mass 
First National Bank Brooklyn, N 
Nassau National! Bank.... Brooklyn, N 
Greater N. Y. Savings Bank . . Brooklyn, N 
D 
N 


Riggs National Bank Washington, . 
Trust Company of N. J Jersey City, 
Guardian Trust Company Newark, N 
Plainfield Trust Company Plainfield, N. J 
Savings Investment & Tr. Co. ..E. Orange, N. J. 
Flushing National Bank,Flushing, L. 1., N. Y 
Philadelphia Federal Reserve . Philadelphia, Pa 
Cleveland Federal Reserve Bk. . Cleveland, Ohio 
Union Trust Company Cleveland, Ohio 
Cleveland, Ohio 
Cayuga County National Bank Auburn, N. Y 


Society for Savings 


and many others throughout the country 


mean, gunn 


On Your Desk 


A True Statement of Condition. 
_A True Profit and Loss Statement 
on BOTH Cash and Accrual basis. 
The True Earning Power on every 
classification of Bank Investments. 


By the 
DAP 
AG@asce Svster 
Every individual transaction produc- 
ing income 
IS ACTUALLY CONTROLLED 


from the time it becomes operative and 
until credited off the books. 


No bank is too large or too small to 
use this Automatic, Mechanical 
and Continuous Internal Audit. 


Information without obligation is yours for the asking 


Bankers Development Corporation 


ACCRUAL AND AUDIT CONTROL DIVISION 


31 Nassau Street, New York City, N. Y. 


Sole owners and installers of the A®%@sceSvsren in the Atlantic Seaboard States 
(except city of Philadelphia, Pa.) and Chicago. In other territory, the sys- 
tem is owned and installed by the Foote Adap-Table Systems Co., Cleveland, Ohio 
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had been built up during the period, 
met with the statement that if inventory 
came within $1,000 of the control ae- 
count, it was considered very close in 
view of the volume. 

They felt perfectly satisfied to let the 
earning account and the accrued con- 
trol reflected on the general books stand 
as stated. Inquiry was also made to 
determine what was done if the differ- 
ence was larger than $1,000. I was 
informed that the inventory was re- 
checked and as much of the daily work 
of the previous six months or year was 
checked over as time would permit. If 
the errors could not be found which ac- 
counted for the discrepancy between the 
inventory figure and the general books 





control, the control was adjusted to the 
inventory figure of accrued receivable 
or payable interest. 

Now, anyone who has worked on ae- 
counting records knows that a difference 
of even one cent in a trial balance may 
mean a difference of many thousand dol- 
lars on one side and large amounts on 
the other, resulting in a difference of 
one cent. I came to the conelusion that 
this aggregate method of aceruing by 
banks in the old days surely was sus 
ceptible to many errors, and made it 
comparatively easy for the dishonest em- 
ploye to abstract part of the bank’s 
earnings. 

This last feature surely was a danger- 
ous one, as anyone who deals with bank 


accounting knows that if manipulations 
are made in assets or liabilities, sooner 
or later the stolen funds have to be re- 
placed, but manipulations which are 
made resulting in the theft of a portion 
of the bank’s earning do not have to be 
kited or juggled from time to time. 

Dishonest entries to a bank’s earning 
accounts or the withholding of earnings, 
if passed over by auditors or others dur- 
ing the current day’s business and not 
discovered, have a very good chance of 
never being discovered. 

In the last few years there have come 
to my knowledge three defaleations which 
have keen made principally from earn- 
ing accounts. They were made by em- 
ployes who were good accountants and 
who were very much aware of the fact 
just stated, that, once a dishonest entry 
to an earning account is allowed to pass, 
they are comparatively safe in assuming 
that their defaleation will never be dis- 
covered. 


New System and its Advantages 


In bank accounting, there has been 
developed a system of accrual account- 
ing called the “Foote Adaptable System” 
which makes it practically impossible to 
manipulate the bank’s earning or ex- 
pense accounts. I have been familiar 
with this accrual system since it was 
first brought out and believe that it 
fills a well needed want in the bank ae- 
counting field. 

All banks shonld have an acerual sys 
tem which is correct in theory and prac- 
tical application. Those banks whieh 
do not have such an accrual system, I 
believe are overlooking a valuable addi- 
tion to their plant. 

Some of the advantages which will 
come to the bank having a proper ac- 
erual system may be summarized as fol- 
lows: 

Under the old aggregate method of 
operating, the earning figures arrived at 
were guess work. Numerous clerical 
errors might easily enter into the figures, 
and a true and accurate profit and loss 
statement would not be possible. The 
number of transactions during the day 
in a bank are too numerous to conceive 
of checking out, at the end of six months 
or a year, all entries made during the 
period. 

Under a proper system of acerual ac- 
counting you should be able to take a 
proof which will reconcile the accrual 
earning figure with the cash receipts on 
any of the earning accounts. The time 
required to take this proof should not 
exceed a few hours. Compare this ease 
of taking a proof with the old inventory 
method in use which required days and 
nights of clerical work. 


Mistakes Cannot Be Overlooked 


If the acerual system is properly set 
up the clerks operating it will not be 
permitted to make any general book 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








ear’ 


I 
gat 
are 

7 
whi 
the 
aft 
mat 

7 
anc 
pro 
was 
fail 
our 
ere: 
tra: 
any 
size 
this 


‘ 


ma: 
the 
A ; 
pre 
wh 
era 
ibil 
an} 

‘ 
erl; 
me 
pre 
ma 
flec 
bar 





BANKERS MONTHLY for DECEMBER, 1927 


41 





entries which would effect the cash posi- 
tion or the cash receipts of any general 
book account. The accrual clerks, act- 
ing in their true capacity, become an 
independent department which builds 
up the acerued earning figure on the 
yarious classes of ineome, audits the 
eash receipts of income and reconciles 
the accrued earnings, which they have 
built up, with the total cash receipts of 
income. 

In other words the accrual department 
becomes the “watch dog” of the bank’s 
earning accounts. If a defaleation en- 
try is overlooked in the daily audit of 
the cash income receipts, this will be 
thrown out in the proof which is taken 
at weekly or monthly intervals. It is 
therefore impossible for a dishonest en- 
try to pass unnoticed. 

If the acerual system is what it should 
be and is operated by efficient clerks, it 
should enable the management to pro- 
ject the earnings ahead during the eur- 
rent year and anticipate the approximate 
amount of the various earning and ex- 
pense accounts as of the close of the 
fiscal year. 

It is an advantage to be able during 
Qetober, for example, to know approx- 
imately what the earnings of the varidus 
departments will be at the close of the 
fiscal year. 

It enables the management to stir the 
departments that are falling behind in 
earnings to greater effort. 

It enables the management to investi- 
gate such departments whose expenses 
are in excess of previous periods. 

The result is that the net profit figure 
which is finally earned by the bank at 
the close of the fiseal year is arrived at 
after taking advantage of this aid to 
management control. 

Years ago when banks were smaller 
and the officers could daily eall for the 
profit and loss ledger and review it, there 
was a possibility they would notice any 
fair-sized manipulation of earnings. In 
our large banks of today with their in- 
creased volume of business and daily 
transactions, the possibility of detecting 
any error or manipulation up to a fair 
sized amount is extremely remote under 
this old method. 


Accordingly, in many banks, the 
management of necessity must delegate 
the responsibility of safeguard to others. 


A good accrual system, designed along | 
proper lines, operated by efficient clerks | 


who are deprived of making any gen- 
eral book entries, will take this respons- 
ibility and relieve the management of 
any worry on this score. 

The acerual department, when prop- 
erly operated, will present the manage- 
ment with a true and accurate daily 
profit and loss statement. The officers 
may feel safe in assuming that it re- 
fleets an absolutely true history of the 
bank’s earnings. 
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(Continued from page 22) 
of like faith were among those who put 
Wichita over. 


Boosting Farm Improvements 


| Another banker whom I met in that 
| portion of southern Illinois, once known 
|! as “Egypt,” had a different fashion of 
boosting his own town. After the eus- 
| tom of the West, and the South, he had 
essayed several professions and callings 
before settling down to banking. 
He had taught in a small college, 
| then owned and ran a small farm, and 
finally became a banker. His theory 
was that the small town usually lives on 
the surrounding country, and that, con- 
sequently, the way for the town to thrive 
is to help the country set the example. 
I first met him at the county fair in 
| his town, and found him talking to the 


RADI O G U ] DE | farmers in their own language, espe- 
cially when it came to telling them of 

: the labor saving machinery on exhibi- 
With Two-Color Map tion, or of the advantage of purebred 


dairy cows as producers. 
HIS new Broadcasting Radio Guide and Map He was willing to back the farmers 
is something that people will be glad to receive with loans for the purchase of these 
and keep. Imprinted with your bank’s message things, provided these things were used 
on front and back cover, it is a most attractive intelligently. And the farmers listened 
reminder. In use every day. to him as if he was a Dutch uncle, and 
Up to date with latest revisions by U.S. Radio asked him when he was coming out 
Commission. with his family to a chicken dinner at 
Lists alphabetically all U. S., Canadian, Cuban, ge: csr in the cocoanut of their 
room ageamge gorge rope or hi inthe noe 
ra ing that he took his own medicine by demon- 
e : : strating the value of his own theories on 
Detailed map of U.S., 21x 14 inches, folded in his own farm, and by being that hitherto 
nna cota i All stations and time unknown example of a “gentleman 

eits printed in red. 


: ; E ; farmer” who made money in agricul- 
Write for sample and prices in quantity. 


ture by practicing what he preached. 
RAND M°NALLY & GoOMPANY 


Map Headquarters MERCHANDISE TURNOVER 


(Continued from page 30) 





— pn te maim the time of vear when the statement was 

NEW YORK CHICAGO SAN FRANCISCO | Tendered. : 
The statement is dated December 31, 
i 1925, as of which date the business 
Bank President to Adv. Mgr.: Bank President to Adv. Mgr.: should be in a liquid condition and the 
‘‘Before we decide, let’s see what | ‘‘But will this give us as complete proportion of indebtedness to net worth 
Reed has to offer in this Master- | ee in we escape finer 
i iterature usin ster- _ eee 
aigeaigg Write a apa se mass Plan “i eo ~yerontear “se The cause of the undereapitalization 
facts, will you?’’ . ter look into that before we decide!”’ is the fact that the company is carrying 
too heavy an inventory for the volume 
of business it is doing. Comparing in- 
A Business Built On Low Unit Cost ‘Thru ventory as shown on the statement 
R / V / (which, incidentally, should be smaller 
MENEWALS orume than the average inventory carried dur- 


P, hay R MES a 8, P. M. oe Fe 1.) | ing the year) with sales at cost, we find 


should be relatively low. 


B bate that the company has enough stock on 


és 


al ; TRIBUNE ; naa hand to run it about eight and a half 

| months, indicating a turnover of less 
than one and a half times a year. 

“A clerk’s coat and an envelope Bankers’ Safety Envelopes Investigation reveals that in this line 


both are first impressions.”— Heco Envelope Company of business a turnover of from 
PETER HECO Chicago, III. 


three 
to four times a year is normal. If this 
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company had turned its inventory, say, 
three times a year, the merchandise on 
hand at statement date would not have 
exceeded $90,000, or about $80,000 less 
than the amount actually shown. 

It follows, therefore, that if this ex- 
cess inventory were turned into eash 
and applied on the current indebtedness, 
the latter would be reduced to about 
$26,000 and would bear a very reason- 
tble relationship to the company’s net 
worth. 

As a result of carrying too much in- 
ventory, the business has probably 
“frozen up” the larger part of the pro- 
ceeds of its current indebtedness. Not 
only is this true, but the risk from de- 
preciation in value of the merchandise 
is greatly increased. Moreover, since 
the excess inventory necessitates heavy 
borrowings, the expense of conducting 
the business is increased. 

Observe in this case the item of $8,- 
095 for interest and discount paid. It 
is hardly possible that this item repre- 
sents solely interest paid to banks and 
other creditors, but in all probability it 
includes a heavy expenditure on that ae- 
count. It probably includes such cash 
discounts as may have been allowed cus- 
tomers, but since only about one half 
the retail trade, on the average, takes 
advantage of the discount offered, the 
item in question would probably con- 
tain not more than approximately $3,000 
representing discount on sales of $303,- 
000. (The usual discount allowed is 2 
per cent.) This would leave $5,000 re- 
presenting interest paid, an amount in 
excess of the net profit for the year and 
more than twice the amount received 
through the taking of discounts on goods 
purchased during the year. 


A further result of carrying too much 
stock is the apparent exhaustion of the 
company’s credit. This is evidenced by 
the fact that a very large part of the 
current indebtedness is made up of trade 
acceptances and notes given to trade 
creditors. In this line of business, com- 
panies in good standing buy only upon 
open account and borrow from banks to 
take the cash discounts offered. Further 
evidence of the company’s lack of credit 
is seen in the item of eash discount on 
the credit side of the profit and loss 
statement. This item amounts to $2,369, 
or less than one per cent of the items 
purchased. 


A Study of Angther Wholesaler 

Now note the comparative balance 
sheets for a certain wholesale dealer in | 
men’s hats whom we shall designate as | 
“B.” The balanve sheets are dated De- | 
cember 31, 1919, 1920 and 1921, respee- | 
tively. There also appears a profit and 
loss account of the “B” company cover- | 
ing the year ending December 31, 1920. 

The 1919 balance sheet makes the best | 
showing of the three but it is far from 
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Loans and Discounts 


Banking House 
Acceptances 

Cash and due from Banks 
Other Assets 












Capital Stock . 






STATEMENT OF CONDITION 


At the close of business, October 10, 1927 
ASSETS 


S. Bonds and Certificates 
Other Bonds and Investments . 


LIABILITIES 


$ 5,000,000.00 


Surplus ‘ 17,500,000.00 
Undivided Profits _ 1,454,112.68  $23,954,112.68 | 
Reserved: Taxes, Interest, etc. . ena 839,121.36 
Circulation. wh icles 349,997.50 
Acceptances ° - «  15,764,299.76 
Other Liabilities . ‘ 40,668.66 
Deposits: : 

Individuals . $112,290,080.28 

Banks . 42,935,194.58 155,225,274.86 


CHEMICAL 


NATIONAL 


BANK 


OF NEW YORK 









- $123,825,067.69 
6,372,368.88 
12,377,161.03 

am 1,500,000.00 
12,251,563.63 
39,407 ,362.92 

439,950.67 


$196,173,474.82 


.“_e © @ « 





$196,173, 474.82 








Bank President to Adv. Mgr.: 


‘*What is this Reed’s Master-mass 
Plan for 1928 I see advertised so 
much? Write and ask for the facts, 
will you?’’ 


Bank President to Adv. Mgr.: 


‘*How does this plan of yours com- 
pare in cost, appearance and results 
with Reed’s Master-mass Plan for 
1928? Let’s get the full facts from 
Reed and compare!”’ 





to be high, indicating that the business 
is probably not taking its discounts and 
current indebtedness is too heavy in pro- 
portion to worth, when the fact is con- 
sidered that at statement date the con- 
cern should be in a liquid condition. 
The 1920 statement shows a remark- 
able expansion in the business when 
comparison is made with the 1919 state- 
ment. Both inventory and receivables 
show an enormous increase. Current in 
debtedness is nearly four times what if 
was in 1919 and is more than two and a 
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half times net worth. 

The mistake of the management of the 
“B” company in assuming that the pros 
perity of 1919 would last through 1920 
is obvious when we consider that at the 
beginning of 1920 the company had an 
inventory of only $156,158 to which it 
added over $827,000 through purchases 
(including freight and drayage), bu 
managed to sell during the year goods to 
the value of only $565,000. 


The company was thus left with nearly 
$420,000 of stock on hand at the end of 
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the year, an inventory almost three 
times the one on hand at the beginning 
of the year. On the other hand, the com- 
petitor of this company actually pur- 
chased during the year a smaller amount 
ot merchandise than the value at cost 
of the merchandise which it sold. 

The “B” company at the end of 1920 
had accounts payable equal to more than 
three months’ purchases—far too many 
in the light of the liberal terms granted 
by manufacturers. Manufacturers grant 
discounts in this line of business run- 
ning as high as eight per cent with eus- 
tomary terms for payment by the whole- 
saler on the 10th of the month follow- 
ing the month in which purchases are 
billed. 

This concern, sometime during the 
year, reached the end of its bank credit 
and found itself unable to take its dis- 
counts, even allowing some of its ae- 
counts to run past due. It is inconeeiv- 
able that the large amount of accounts 
payable could represent only fairly re- 
cent purchases not yet due for discount. 
The company probably placed very few 
orders after the middle of 1920. 

That a number of the accounts pay- 
able became past due during the year is 
borne out by the presence of the large 
item of trade acceptances amounting to 
nearly $65,000. These acceptances prob- 
ably represent the closing out by the 
company of some of its past due ae- 
counts payable, for it is a fact that trade 
acceptances are not customarily used 
for any other purpose in this line of 
business. 

The effects of the deflation of 1920 and 
1921 are manifest when we analyze the 
statement of the “B” company dated 
December 31, 1921. Net worth shows a 
loss during the year of $139,000 and 
if we add to this figure some $51,000 
representing an appraisal increase in 
the company’s real estate and buildings, 
we find that the actual loss during the 
year was $190,000 or practically 85 per 
cent of the net worth as shown at the 
end of 1920. And this is putting the 
very best interpretation on the statement 
by assuming that the entire reduction 
in current liabilities was brought about 
by a corresponding liquidation in quick 
assets. 

In spite of the heavy losses taken by 
the company, the end of 1921 found it 
still in an almost hopelessly extended 
condition. Net working capital amount- 
ed to only a little snore than $25,000 
and current liabilities amounted to 
nearly twice the net worth, ineluding 
with net worth the $51,000 appraisal 
write up of real estate and building. 
Current liabilities amounted to more 
than four times and total liabilities to 
more than five times the company’s net 
worth, if the $51,000 write-up be ex- 
cluded from net worth. It is not sur- 
prising that the company was petitioned 
into bankruptey in 1922. 
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LONSDALE VICE PRESIDENT 






OF THE A. B. A. 


[’ WAS a great meeting, the annual 
convention of the American Bankers 
Association at Houston. There was the 
usual attempt by politicians to take ad- 
vantage of this big group of bankers, 
but so skillfully was each situation han 
died by the officers that delegates went 
away feeling that the convention had 
been absolutely fair to everyone and 
had accomplished splendid results. 

The only officer that we could not an- 
nounce in the November issue was the 
second vice president and we are glad to 
record here the election of John G. Lons- 
dale, president of the National Bank of 
Commerce in St. Louis to that offiee. 

He is one of the best known bankers in 
the country. He has been unusually 
active in A. B. A. work and in trans- 
portation and industrial affairs general- 
ly. 

He went to St. Louis as president of 
the National Bank of Commerce in 1915, 
leaving a membership in the firm of 
Logan & Bryan of New York. He is 
now a director of the Federal Reserve 
Bank of St. Louis and a director of the 
Missouri Pacifie Railroad. He is a mem- 
ber of the council on foreign banking re- 
lations, of the American 


Acceptance 
































Couneil and of the Chamber of Com- 
merece of the United States. 

He served as chairman of the special 
committee on rail mergers of the com- 
merece and marine commission of the 
A. B. A.j and in 1921 he was président 
of the national bank division. 
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Second Vice President, American 
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Every progressive banker knows the 


value of a family budget. 
community, helps them to save more, and tangibly builds 


Bank Service Dep’'t., 
MiILis-BroperRick PRINTING CorpP., 
Grand Rapids, Mich 
Gentlemen: 

Kindly send at once, without obligation, a copy of 
Tue [INDISPENSABLE Famity Account Book, together 
with complete details of your plan. 
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Fundamentals of Financial Advertising 

All phases of financial advertising are 
treated in this new book by John D. 
Long and John E. Farwell. The object 
is to set forth the principles and meth- 
ods of financial advertising and to sup- 
ply at the same time a handbook of the 
mechanics of advertising and publicity. 
The authors have drawn upon their own 
experience and experiences of other 
financial advertising men. 

Many illustrations help to make the 
points more clear and to fix them in 
the mind of the reader. All types of 
financial advertising are treated and the 
man who is coneerned with building the 
business of a financial institution will 
find inspiration for many types of ap- 
peal that may be used in all classes of 
copy. Fundamentals of Financial Ad- 
vertising is published by Harper & 
Brothers, 49 E. 33rd Street, New York 
City, price $4.00. 


American Arbitration Year Book 

Many lawyers are now advising their 
clients to arbitrate or arrange arbitra- 
tion. A new publication issued by the 
American Arbitration Association, 342 
Madison Avenue, New York City, con- 
tains the rules of procedure, the legal 
forms and other data such as goes with 
the practice of arbitration. The book 
may be had by addressing the associa- 





It reveals the real savers of the 


Assuming that you realize these facts, let us present some- 
thing so new and refreshing in the form of a family budget 
that it has sold almost overnight to some of the country’s 
outstanding banks. 


It is called the “INDISPENSABLE FAMILY ACCOUNT BOOK” 
and is yours for exclusive distribution in your community, 
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New home of the 
State Bank of Chicago 
—La Salle and Monroe 
Occupancy 
April 1, 1928 


A New Landmark 


son La Salle Street 


Our new home—located in the heart of Chicago's financial 
district—will be the symbol of the parallel growth of this 
institution with the development of Chicagoand the Mid- 
dle West. Steady expansion year by year of the scope of 
theState Bank of Chicago, requiring greater and more com- 
prehensive banking facilities, resulted in the erection of the 
State Bank Building. An invitation is extended to out-of- . 
town bankers to inspect our new home and tomake full use 
of the facilities for transacting correspondent business. 


Oscar H. HAuGAN 
Vice Chairman of the Board 
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‘DISCOUNT RATES SHOULD 
VARY 


(Continued from page 11) 


more extreme when one analyzes the 
maturities in detail and finds, for instance, 
that the Atlanta bank has more money 
tied up in rediscount paper of between 
60 and 90 days maturity than it has for 
any other period, whereas, New York 
and Boston have more than 90 per cent 
of their discounts maturing under 15 
days. 

This matter of the duration of redis- 


we 
PMR 
count paper is of basic importance in 


determining bank profits. And that this 
was at least in part the motivé behind 





GB New York 
CHICAGO 


Under 15-30 31-60 
1Sdays daus days 


the objections of certain federal reserve 
banks to the lowering of rates is quite 
clear when we notice the order in which 
the various banks fell in line with the 
movement for reduced rates. 

The first five banks to establish th 
3% per cent rediscount rate were Kansas 
City, St. Louis, New York, Boston and 
Cleveland, and they acted within a pe- 
riod of eight days, from July 29 to 
August 6. 

It happens that the average maturity 
of rediscount paper handled by these 
institutions is 9.2 days. On the other 
hand, the seven remaining banks made 
some delay in their acquiescence to this 
program, and thus apparently hesitated 
about accepting the new rate—perhaps 
resisted it to a measurable extent. 

These seven banks did not begin to 
fall in line until August 13, and the last 
one—Minneapolis—stood out until Sep- 
tember 13. It is enlightening, in this 
connection, to learn that the average 
maturity of the rediscount paper of these 
seven banks is 16.8 days—nearly twice as 
long as that of the banks which led off 
in the movement for lower rates. 

Since the issue has been rather def- 
initely drawn between the New York 
and Chieago bank policies, it is enlight- 
ening to compare these two banks as to 
their average rediscount maturities. 

Ninety-five per cent of the New York 
Federal Reserve bank’s rediscounting is 
on paper under 15 days to maturity. In 
this class, New York discounts six times 
as much as Chicago. 

When it comes to paper running over 
30 days, however, Chicago runs awa) 
ahead of New York. In fact, 51 per 
cent of the Chieago rediscount funds are 
tied up in paper maturing from 30 days 
to six months, with ‘a volume four times 
greater than New York’s for these 
maturities. 

So long as there are such radical dif- 
ferences in the rediscount obligations 
of the various banks within the Fed- 
eral Reserve System, there must be un- 
questioned merit in the position taken 
by some of these banks that they should 
be permitted to maintain rates based 
upon their distinctive local situations. 

This need not be at all considered as 
an argument against the continuance of 
control over the whole system by the 
Federal Reserve Board. In fact, with 
the trend of all industry moving toward 
larger units of operation, and thus more 
and more nationwide in its capital re- 


61-90 Sidays émo- 
days “e months gmo. 


Chicago and New York rediscount holdings by specified maturity periods ex- 
pressed in percentage of total volume for the country as a whole. 
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quirements and operations, it would 


seem to be entirely out of line with the | 


trend of events to institute just now any 
radical curtailment of the national con- 
trol over banking. 

But facts are facts and the issues they 


raise will not be solved by any program | 
which does not take these facts into | 


consideration. The Federal Reserve 
Board, as well as the financial public 





and the law making bodies should not | 
fail to take cognizance of the unques- | 


tioned fact that reserve banks in various 
sections of the country have substantial 


differences in the nature of their redis- | 


count responsibilities, and that these 
differences may at times be so great as 
to outweigh the considerations which eall 
for uniformity of rediscount rates. 


PROFITABLE CONTACT 
POINTS FOR BANK AND 
RAILROAD 


(Continued from page 14) 


Talk About 
Your Bank 
FAVORABLY ? 





duees articles for which we furnish an | 


outlet or who seeks to bring such a pro- 


ducer to his community frequently finds | 


it advantageous to exchange views on 
his problem with the railroads. 
This he now frequently does, but even 


closer contacts should be encouraged, for | 


through the banker, the railroad can 
frequently help in an effective way. 

Our stake in the agricultural pros- 
perity of the states we serve is at least 
as important as that of any other busi- 
ness. We suffer when farm products are 
produced at a cost or sold at a price 
that fails to yield a satisfactory profit. 
We suffer even more when speculative 
farm buying and frozen farm credits 
lower the average of business success in 
agricultural communities. As a matter 
ot enlightened selfishness, we want to 
see every acre of agricultural land along 
the North Western well-farmed, well- 
equipped and well-directed. 

The banker who is active in improv- 
ing management among his farmer cus- 
tomers will get keen cooperation in spe- 
cifie matters from his local agent and 
interested study of more general prob- 
lems from our headquarters staff. 

I think I voice the sentiment of every 
railroad man in the country when I say 
that we are reaching out for local con- 
tacts with bankers who know and can 
help us to supply the specific needs of 
their customers and their communities. 

We cannot expect much progress of 
profit through competition for each 
other’s business any more than bankers 
ean. Our line of advanee, like a bank- 
er’s, must be in the direction of cus- 
tomer development and eommunity up- 


Tue talk of the crowd is valuable. 
Word of mouth advertising is truly 
the best kind you can get. But peo- 
ple are likely to use the words you 
put into their mouths. If you place 
your institution before them in a 
way that consistently causes them 
to react favorably—they will give 
you conversational and favorable 
advertising. 


The Collins Service has had long 
experience in molding business- 
building publicity for financial in- 
stitutions. We can furnish you with 
advertising that draws those favor- 
able comments which give a bank 
so much free and valuable publicity. 


We Invite 
Your Correspondence 


THE COLLINS SERVICE 


1518 WALNUT STREET _ -:- PHILADELPHIA 





building. Banks and railroads cannot | 


pull themselves toward this goal by their | 


own bootstraps. They have to get hold 
of particular leverages, here and there 
and one by one. 

They might grope less frequently if 
they touched each other oftener. 
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The only department of its kind in any banking publication 


HOW TO SELECT AN ARCHITECT 


Experiences that may be of help to those bankers 


4 ew do you realize that we have been 
in our new building less than five 
vears and we are so crowded that we 
hardly know which way to turn?” 

It was the chairman of the 
speaking and he was addressing the 
president who replied. 

“Well, that’s a good indication that 
we have made our bank grow in the last 
five years much faster than we antie- 
ipated.” 

“T’m not so sure of that, Jim. In facet, 
our growth hasn’t been so unusual after 
all. The real mistake we made was that 
when we built the new building, we didn’t 
make it near big enough. 

“There is plenty of room in the lobby 
to accommodate ten times the customers 
we have but there isn’t enough working 
space to accommodate the people we 
must employ to do the detail work.” 

“Well, perhaps you are right, but how 
did we fall down? Whose fault was it? 
What could we have done differently ?” 

“Jim, I think the mistake was in our 
selection of an architect. This fellow 
we chose was a good customer of the bank 
and he certainly knew how to make an 
attractive building, but he didn’t know 
a darn thing about the requirements of 
banking. 


board 


“He is perhaps a good general archi- 
tect but this is the only bank he ever 
planned and his ignorance of our busi- 
ness is going to cost us a nice sum of 
money now to provide more room. 

“Perhaps we ought not to blame him 
either made the mistake of 
seleeting a man who was a customer in- 
stead of selecting an architect who real- 
ly knows how to design bank buildings.” 

“T never thought of that, but it cer- 
tainly is true. Banking is just as much 


because we 


who plan a new building 


By JOHN Y. BEATY 


a specialty as merchandising and you 
would hardly expect a company owning 
a chain of grocery stores to employ a 
iaan whose experience was confined en- 
tirely to the jewelry business. 

“T remember that at the time we 
selected our architect we had proposi- 
tions from several architects out of town 
who specialized on bank buildings. We 
turned them down simply because we 
wanted to favor our own man.” 


This conversation is not so uncommon 
as it might at first seem, for many banks 
have made the same mistake. In faet it 
is estimated that even today more bank 
buildings are designed by local arebi- 
tects who have no experience with bank 
construction than are designed by spe- 
cial bank architects who have made a 


study of the banks’ needs. 


An Experience in Selecting an Architect 

I recently had an experience in select- 
ing an architect which may be of help to 
others. In this particular case, an archi- 
tect was chosen who had experience in 
designing the type of building wanted, 
but we did not leave the planning of the 
building entirely to him. All of our 
building committee members spent a 
great deal of time in visiting other build- 


ings and in studying our needs, looking 
into the future, not five years, but 15 


or 20 years. 

The committee was able to make sug- 
gestions to the architect which he was 
willing to incorporate, and these sug- 
gestions prompted him to make others 
with the result that we now have a 
building splendidly adapted to the work 
that will be carried on in it and at the 
same time costing much less than most 
buildings of a similar size cost. 


I found that most arechiteets who 
specialize on banks make the claim that 
they can build more building for the 
same money than a man who does not 
understand the banking business, and I 


am convineed that this is true. 


Getting Double Use from Equipment 
In the case I am relating, I personally 
took a special interest in a certain part 
of the building. I made a very careful 
and extended study of how this partieu- 
lar feature was handled in other places, 
and this study suggested to my 
certain important savings. 


mind 


The principle on which my suggestions 
were based was this: The same equip- 
went may be used for more than one 
service by so locating the space and so 
designing the equipment as to make it 
available for double use. The cost is 
less and the service performed in the 
building is much more flexible. 

From this experience, I should say that 
in selecting an architect I would follow 
the following principles: 

Select a man who specializes in the 
type of building desired. 

Select one who is willing and anxious 
to incorporate the ideas of the owners 
as well as his own. 

Select one who will plan for 15 or 
20 years ahead instead of five. 


10% 


Get ten per cent more effi 


ciency thru Reed's Courier 
Service rules coupled ane 


Reed's Merit Plan, 
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FOR DOLLARS-AND-CENTS REASONS 
The Finest Modern Buildings are of Natural Stone 





The entire exterior of this 323- 
story tower edifice, now being 
erected by the New York Life 
insurance Company on the site 
of old Madison Square Garden, 
will be built of Variegated 
Indiana Limestone 
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Visitors to the Morris Plan Bank of New York are comfortable while waiting for an officer. See the article on page 48 


for complete description. 


LOBBY SEATS PLEASE CUSTOMERS 


The experiences of two banks which show 
that conveniences for patrons are appre- 
ciated and actually help to build business 


667 PXHE seats in our lobby are contin- 
uously in use by customers,” says 
L. H. Humbert, treasurer of the Citizens 
Title and Trust Co., Uniontown, Pa. 
“These seats are used for a variety of 
transactions. They are located close to 
our trust department and make a very 
desirable place to transact 


difficult to locate seats, but we certainly 
would not think of building another bank 
without seats for customers. 

“You will notice from the picture that 
the seats with the table are near the rear 
end of the lobby. That is probably the 
best location for them.” 


as those who are waiting for service may 
remain seated until they can be waited 
upon. The seating arrangement also 
takes care of men and women waiting 
to see the executive officers. 

“The procedure is this; the floorman 
takes the card or name of the person 
calling upon the executive; 





short interviews with pros- 
pects, in which case an of- 
ficer of the bank sits down 
with the customer. 

“Avreenients are entered 
into at the seats with the 
table 
papers signed. 

“Some other matters of an 


between them, and 


even more important nature 
are also transacted here. We 
do not see how we could econ- 
veniently do without them 
at this time and believe that 
if we were rearranging our 
lobby we would put in an- 
other writing desk with seats 
on either side. 

“The seats are especially 
popular with our customers 
who are beginning to get 








old. They usually want a 
place for a temporary rest 
while they are waiting for 
others to transact their business. 
“From the photograph reproduced 
with this article, you will see that the 
seats make an attractive addition to the 
lobby. The lobby is of course wide 
enough to accommodate them. It might 
be that in a narrow lobby it would be 


50 


Lobby seats of the Citizens Title and Trust Co., Union- 
town, Penn. 


In a letter from Porter E. Ritchey, 
manager of advertising, of The Morris 
Plan Co. of New York, we get the fol- 
lewing information regarding the use of 
lobby seats in that bank. 

“We have found the seating arrange- 
ment excellent. There is no congestion, 


seats him, and then takes 
the message to the seeretary 
of the executive. 

“When the executive is at 
liberty, the secretary steps 
out of the office up to the in 
dividual and escorts him into 
the presence of the officer; 





or the secretary comes out to 
the seated person and dis- 
cusses the business at hand 
without interrupting the ex 
ecutive working within hi 
office. 

“There must be a com- 
petent floorman to make this 
seating arrangement work 
out well. If there is such an 
employe, undoubtedly — the 
the customer can enjoy 
greater comfort and courtesy 
during any necessary pe- 
riod of waiting.” 





Rollin C. Bortle, vice president of the 
Chatham Phenix National Bank and 
Trust Co., has been elected a member of 
the executive committee of the Hanover 
Fire Insurance Co., filling the place vacat- 
ed by the resignation of Ralph Van 
Vechten of Chicago. 
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By OTHMAR N. HEINY 
Manager Time Payment Loan Department, Fi:st 
National Bank, Ft. Wayne, Indiana 

BOUT a vear ago, customers of our 
bank were offering sales contracts 
as collateral on 90-day paper. These 
were scheduled to be paid out monthly 
over a period of one year, and each 90 
days the merchant would endorse on tne 
contracts the payments he had received 
and renew his 90-day note for the bal- 
ance. This method proved very unsatis- 
factory due to the fact that we were not 
in possession of the details concerning 
the transactions. : 

By handling this class of paper in our 
time payment loan department, we do 
our own collecting. The buyer receives 
a notice from us the day after the con- 
tract is discounted, telling him that we 
have purchased the contract and that 
payments are to be made at the bank. 
After this first notice we have in a num- 
ber of cases been advised by the buyer 
that the article purchased was not as 
represented and that he (the buyer) 
would refuse to make any payments. In 
eases of this kind, we inform the seller 
of these difficulties and ask that he take 


up the unpaid balance and make read- | 


justments direct with the buyer. 

Two-thirds of these loans come from 
dealers or stores doing an installment 
business in household appliances and 
equipment such as electric sweepers, 
washing machines, stoves, electric 
pumps, water softeners, refrigerators, 
and so on. Automobiles are also in- 
cluded in this classification. The dealer 
endorses all paper without restrictions 
and is responsible to the bank for pay- 
ment. In case the dealer’s financial 
responsibility is limited, we ask him to 
provide a bond to seeure the bank’s in- 
terest. 

The bank maintains a membership in 
the local Retail Merchants Credit Asso- 
ciation and the names of the purchasers 
of these articles are referred to this 


bureau for credit information. If a re- | 


port comes back marked “unfavorable,” 
we refuse to discount that contract. We 
receive excellent and prompt service from 
this bureau. 

We have given this new department 
no publicity. The officers of the bank 
feel that enough business ean be trans- 
ferred from the commercial loan divi 
sion to make the time payment loan de- 
partment self-sustaining. All payment 
plan notes that were formerly handled 
in the commercial loan division are now 
being handled in the new department. 

Several calls have been made upon 
credit managers of different stores and 
splendid cooperation was received from 
all. In a good many cases, paper of the 
payment class was being sent out of the 
city to finance companies or discount 
(Continued on page 54) 
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SECOND NATIONAL BANK 
NASHUA, N. H. 



























HE fear of an excessive overhead 
expense prevents many a banker 


imposing bank building demanded by 
his institution. 


This problem may often be solved by 
incorporating a floor of offices above 
the banking room. Such an arrange- 
ment not only produces a substantial 
income and brings the name of the 
bank to public attention but affords a 
ready means of expansion in later years. 


The individuality of a bank building 
is not lost in the photograph above and 
still nine offices are provided on the 
second floor. 
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Floor Plans 
Exterior Design 
Interior Design 


Lighting and Furniture 
Interior Decorating 
Preliminary Specifications 
Complete Cost Estimates 
Plan of Operation 
Architectural Detail 
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Here in This One “Book , 





“Preliminary 
Service 
for 
Contemplated 
Bank 

Buildings” 


~you will find most helpful 
bank building information 


~CONTENTS~ 


Page 8-11 





May we send you a free copy? 


ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


Ninth and Sidney Streets * * * * SAINT LOUIS, U.S. A. 





INSURANCE PREMIUM 
SAVINGS 
(Continued from page 13) 
fire insurance rate is arrived at? Such 
a statement may be had for the asking 
and is called the rate “make-up” or the 
analysis of rates. It very 
plain language what the base rate for 
the property is and from that figure is 


shows in 


built up various charges for deficiencies 
and there is also shown credits for im- 
provements about the property. 

In that 
probably see many deficiencies from an 


analysis of rates, you will 


insurance point of view which ean be 
corrected and which will eliminate the 
charges made in the analysis and it is 
entirely probable that some of these 
things can be eliminated without cost. 


Some of the other improvements rec- 
ommended might involve the expendi- 
ture of some money but with the eol- 
laboration of an agent and perhaps the 
representative of the company which 
carries the insurance you ean easily de- 
termine just how far you want to go 
towards improving the property in or- 
der to secure a reduction in rate. Right 
here there may be mentioned just a few 
recommendations which ean be followed 
out without any cost and which will en- 
able an inspector of the rating office to 
view the premises more favorably. 


What Insurance Inspectors See 

In the first place, the inspector se- 
cures an unfavorable impression if a 
merchant’s stock is not arranged in an 
orderly fashion. Especially in the ease 
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of stock which is in packing cases or 
boxes. Such should be arranged in tiers 
of an even fashion, and no eases should 
be allowed to rest on the floor. Skids 
should be placed under them. 

Never allow anything to 
stairways or doors 


obstruct 
above all, do not 
place an obstruction against automatic 
fire doors. 

If there is a basement, see that the 
stairway is clear of everything, that the 
basement itself is readily accessible, and 
that there is no rubbish allowed to ae- 
cumulate there. 

If there is a furnace in the basement, 
metal ash cans for disposal of the ashes 
should be provided. 

The floor should be kept clean. 

Your client can cooperate with neigh- 
bors in removing some of the fire hazards 
mutual to his property, 
that his deficiencies can cost you money. 
For example, there may be an opening 
from the building he occupies to the 
next building. This may be closed by 
an ordinary door, still the insurance 
companies do not consider that as an 
effective fire stop. 


remembering 


By cooperating with his next door 
business neighbor he perhaps can have 
an automatic fire door installed, the cost 
to be borne equally by his neighbor and 
him, as the installation would effect a 
saving in his rate too. 

Then there may be a 
“loading” in his rate for not having the 
walls of the building parapetted. Co- 
operation with the owner of the neigh- 
boring building may result in the wall 
being brought up to standard and the 
consequent reduction in rate to be en- 
joved by both. By asking a_ business 
neighbor to secure an analysis of his 
rate and then consulting with an agent 
something perhaps could be done that 
would be mutually beneficial. 


eharge or a 


Never approve the plans for any al- 
terations without consulting with the 
rating authorities. The time to change 
plans to protect the fire hazard, is before 
the alterations or building is completed. 
Oftentimes there is just one little thing 
in a plan which, if changed before the 
operation starts, can be done without 
any cost, whereas if the same thing were 
to be done after the building is com- 
pleted the cost would perhaps be pro 
hibitive. And there is a premium sav- 
ings involved. 


How One Man Saved $1,875 a year 


As an instance of what could be ac- 
complished in this direction, consider 
the ease of a merchant who constructed 
a fireproof building of a very modern 
type. The contractors, as usual, fol- 
lowed the architect’s plans. The rating 
authorities were not consulted until after 
the building was completed and _ insur- 
ance was written and application made 
for rate. 


Naturally, on a building of that type 
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the fire insurance rate is ordinarily very 
low. When the inspector visited the 
premises he applied his schedule and in 
measuring the hazards arrived at a rate 
of $1 per $100 insurance for one year. 

This merchant amazed at the 
high cost of his fire insurance, as the 
value was $250,000 and the premium 
therefore was $2,500 per year. 

Upon inquiry, he learned that the 
reason for the high charge was not due 
to the building itself, but to an adja 
cent exposure of a frame hotel on the 
south and the exposure of a brick garage 
on the east. 


was 


Upon the recommendation 
of the rating authorities, an outside 
sprinkler system was: installed on the 
new building as a _ protection against 
both of these exposures and when the 
property was again rated, a charge of 
25 cents was made involving a saving of 
$1,875 per year in the fire 
premium. 

The point involved is that if the plans 
had been changed before the building 
was erected the inclusion of the sprink- 
could have been facilitated and 
could have been installed at a very nom- 
inal cost. As the result of the building 
having been completed, it was necessary 
for the contractors to do 
tearing out and much expense was in- 
volved. 


insurance 


lers 


considerable 


Provisions of Standard Policies 


You should for your bank’s protee- 
tion understand some of the more im- 
portant requirements of the standard 
fire insurance policy. For example: if 
there is any increase in the hazards of 
the building occupied, the insurance 
agent should be promptly notified and 
he should endorse the policy giving 
privileges for the additional hazard. 

If for instance, the owners of your 
building should install an oil burner, 
then an oil burner permit should be at- 
tached to the policy. 

If a radio receiving set is installed in 
the building, there should be a radio 
permit. These two hazards can be taken 
“are of by endorsements which invari- 
ably may be attached to the policies 
without additional premium charge. 

One thing about the installation of 
various apparatus including fire extin- 
guishers, fire doors and other fire protec- 
tive devices—be sure that they are ap- 
proved and that the Underwriters’ Labor- 
atory label is attached to them. If this 
is not the case you are not sure of seeur- 
ing proper credit in the rate for their 
installation. 


Insurance at Time of Moving 

One thing often overlooked during 
the excitement ‘of removal is that the 
fire insurance contract is a personal one 
and does not follow the property. When- 
ever a client plans to move ask him to 
ask his agent to endorse his poliey giv- 
ing him the privilege of removing the 
property to his new location and secure 


HE Vaults 
of the North 
Side Bank and 
Trust Company 
at Lebanon, Pa. 
The Vault is one 


of the special fea- 
tures that the 
bank architect 
designs. The 
needs of no two 
banks are alike. 


Hammering On the Same Nail 


HE man who for the first time examines the itemized estimate 

of cost for a bank building usually meets a surprise.- He dis- 
covers well over half the cost of the completed building to be rep- 
resented by combinations of materials and workmanship that are 
seldom if ever required in other types of buildings. Often, though 
he be quite familiar with general building construction, he has never 
met with many of these materials. It is impressed upon him that a 
bank’s building is indeed a rather uncommon type of structure. 


The same is true, also, about the 


—— of a bank. The 


problems of layout and design are peculiar to Banks and Banking. 
They are met with in no other building. 

As a tule, such special problems will always be solved most 
effectively by men who have worked out similar problems many 
times before. Insight and acumen and a certain sense of dexterity 
come to those who are willing to concentrate their time and study 
in any given field of work. That is why architects specialize. 


TILGHMAN MOYER COMPANY 


The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS « ENGINEERS 


JF us send you a copy of "Building the 


Bank for Business.’’ Written by archi- 
tects who have spent most of their professional 
lives in bank work, this book of 138 pages 
has given many bankers a new view of their 
building. It reveals to them why some bank 
buildings are successful while others are not. 

The coupon is for your convenience. Send it 
in today. The book will be mailed to you at 
once without obligation. 





TILGHMAN Moyer Company, Allentown, Pa. 


Gentlemen: Without obligation, please send 


Name: 
Address: 





the form of endorsement which grants 
coverage at both the old and new loea- 
tions during the process of removal. 
The successful banker studies the over- 
head of his clients at all times as one 
factor necessary to credit success. In 
these days when your clients want to 
inerease their advertising appropriations, 
their store appearances and their sales 
effort—turn to their fire insurance and 
see if they are burying dollars there be- 
cause of policies being handled in an 
obsolete or disregarded manner. Tell 
them to select a good agent and make it 
part of their dealings to have him eall 


once every quarter to go over all of their 
insurance and make certain that they 
receive the maximum of protection for 
the minimum of eost. 


HELPFUL ANALYSIS OF 
STATE DEBTS 


The National Association of Mutual 
Savings Banks has published a statis- 
tical analysis of state debts designed es- 
pecially to help bankers who are in- 
terested in the purchase or the sale of 
state securities. 
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51) 

corporations, and by giving these man- 
the information about 
department, most of this paper is 


(Continued from page 


agers our new 
now 
coming to us. 

The small finds it a very 


convenient way of paying back a loan, 


borrower 


because it obviates the necessity of hunt- 
ing up his endorsers every 90 days to 
sign a new note. 

In five months operation, more than 
700 notes and contracts totaling $200,000 
have been placed on our books. The 
payments received on these notes each 
day average around $800 and this is im- 
mediately available for loans. 

At the present rate of increase in this 


new 


type of business, in the course of a year, 
we will have loaned $600,000, giving us 
a monthly ineome of $50,000 or a daily 
meome of $2,500 in payments. This is 
absolutely free money and the reloaning 
of it makes a handsome yield for the 
bank. 

We make a service charge of two per 
cent and six per cent discount on this 
Glass of paper. If the borrower desires 
to pay his note in full before the ex- 
piration of one year, we make a refund of 
one-half per cent on the unpaid balance. 

We using the Kardex visible 
ledger cards for our bookkeeping record 
and find it a very convenient and quick 


are 


HAT if your town és small? 


tured above. 
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reference file. The department is being 
operated with a manager and one as- 
sistant. So far we have been able to 
handle the business in a very satisfactory 
manner. 

Receipt books are furnished the bor- 
rower and he ean get service at any of 
regular deposit windows. At the 
close of the day, the tellers receiving 
these payments turn the amounts re- 
ceived to the time payment loan 
department, and the totals are consol- 
idated and the proper entries made for 
the general bookkeeper. 


our 


over 


E. O. Habberstad of Blooming Prairie, 
Minn., was elected president of the Steei 
County Bankers Association at its an- 
nual meeting. 


Burns was recently elected 
County & 
Michigan. 


George A. 
vice president of the Wayne 
Home Savings Bank, Detroit, 


WINDOW DISPLAY TIPS 
(Continued from page 26) 
“Janus, am I: oldest of Potentates, 
Forward I look, 
below, 


and backward and 
I count, as god of avenues and gates, 

The that 

come and go.” 

A placard on one side of this central 

arrangement might bear copy suggested 


years through my portais 





CreaTIVE 
ConsTRUCTION 


. By 
Bonp-Hussarp 


We maintain that, regard- 
less of size, every bank building should be distinctive. 

In addition to advancing this theory, we also demonstrate it. 

A recent example, The First National Bank of Hart, Michigan, is pic- 


The town has a population of only 2,000. The bank has a 
building that rivals many in the larger cities. 


It contains office rooms that 


create income, and in appearance both exterior and interior, it embodies 


architecture of distinction. 


Let us explain our guaranteed cost form ot contract, 


obligation. 


today, without 


OND-HUBBARD COMPAN 
- BANK BUILDERS - - 


1461 First National Bank Building 


Readers will confer a favor bu mentioning THE BANKERS MONTHLY 


CHICAGO, ILL. 


when 


by the explanation of the month’s name 
as given above. This should be augment- 
ed with copy on the opposite side, such 
as: 

There is no secret of success. Even 
if there were, who would want to keep 
it? 

Let’s eall it a 
secret, and frame it 


rule, instead of a 
about this way: 


LIVE ON LESS THAN 
YOU MAKE 


CREATE A SURPLUS 
INVEST IT WISELY 


The new year starts off with a month 
full of interest, especially when viewed 
Janus-like, for in past years January has 
played an important part in history, 
while what the future holds, who ean tell? 
This list of especially interesting dates 
relative to the month of January for 
lack of space, is only partially presented; 

January 1. Paul Revere. b. 1735, 
Boston, Mass. Am. patriot, famous for 
his ride from Boston to Lexington to 
arouse the minute April, 18-19, 
1775. 

January 2. Georgia ratified Consti- 
tution, 1788. State named after George 
Il. Motto, “Wisdom, Justice, Modera- 
tion.” Popular name of state, “Empire 
State of the South, Buzzard.” Flower, 
“Cherokee Rose.” 

January 4. Utah admitted to Union, 
1896. Meaning of name, “Indian Moun- 
tain Dwellers.” Motto, “Industry.” 
Flower, “Sago Lily.” 

January 6. New Mexico admitted to 
Union, 1912. Meaning of name, “Mexitl, 
Aztee War god.” Motto, “Crescit 
Eundo,”—“It increases as it advances.” 
Popular name, “Sunshine.” Flower, 
“Cactus.” 

January 9. Connecticut ratified Con- 
stitution, 1783. Meaning of name, 
“Long River, Indian. Motto, “Qui 
Transtulit Sustinet-—He who transplant- 
ed still sustains.” Popular name of 
State, “Nutmeg, Blue Law, Freestone.” 
Popular name of people, “Wooden 
Nutmegs.” Flower, “Mountain Laurel, 
(Kalmia).” 

January 15. First successful locomo- 
tive built in America by B. & O. Ry. in 
1831. Named “De Witt Clinton.” On 
its first run between Albany and Schenee 
tady, a stretch of 17 it covered 
the distance in 1 hour and 45 minutes. 
Return trip accomplished in 38 minutes. 
Its weight was 12,098 pounds, or 
than that of a single pair of driving 
wheels on a standard Pacific type engine 
of today. Actually the first engine built 
(B. & O. Ry.) was in 1830, the “Best 
Friend,” which exploded after 
months of service. 

In building a savings account, as in 
railroading—great things can come of 
small beginnings. 

January = 17-23. Thrift 
Week. A movement based on the prin- 


men, 


miles, 


less 


seven 


National 


writing to our advertisers 
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ciple that thrift is a fundamental of suc- 
cess, prosperity, and happiness. The 
campaign is held yearly. It is sponsored 
by the National Council Y. M. C. A., 347 
Madison Avenue, N. Y. City, and the 
A. B. A. The week begins on the birth- 
day of that “business Solomon, Benja- 
min Franklin. It happens that it is 
the 221st anniversary of Franklin’s birth- 
day this vear. 

Days are designated as follows: Tues- 
day, January 17, Bank Day, Wednes- 
day, Jan. 18, Budget Day, Thursday 
Jan. 19, Life Insuranee Day, Friday, 
Jan. 20, Own Your Home Day, Satur- 
day, Jan. 21," Pav Bills Promptly Day, 
Sunday, Jan. 22, Share with Others Day, 
Monday, Jan. 23 Safe Investment Day. 
Franklin was born in Boston, 1706. 

Franklin, as we know, was the writer 
of “Poor Richard’s Almanac.” From a 
copy of this (to be found in most publie 
libraries) you can take word for word 
many of his quotations on thrift. 

Here is copy for playeard—suggested 
by reading Benjamin Franklin’s Auto- 
biography. 


ARE YOU PAYING TOO MUCH FOR 
YOUR WHISTLE? 


Ben Franklin when a boy once 
spent all his pennies for a whistle. 
He was in a happy mood. Later, 
finding that he had paid four times 
too much for his whistle, his joy 
turned to sadness. 

Any person who is not saving money 
is paying too much for a whistle some- 
where. (Use photo of Franklin—place 
tin whistle at bottom). 

Following are a few quotations from 
3enjamin Franklin: 

“Beware of little expenses—a 
leak will sink a great ship.” 

“Bargaining has neither friends nor 
relations.” 

“He who buys had need have a hun- 
dred eyes. 

“Light gains, heavy purses.” 

“Remember that money is of a pro- 
lifie, generating nature. Money can be- 
get money, and its offspring can beget 
more, and so on. Five shillings turned 
is six, turned again it is seven and three- 
pence, and so on ’til it becomes 100 
pounds. The more there is of it the 
more it produces every turning, so that 
the profits rise quicker and quicker.” 

“He that would be beforehand in the 
world must be beforehand in his busi- 
ness.” 

“Keep thy shop and thy shop wil 
keep thee.” 

“At a great 
while.” 

“Look well before, or thou wilt find 
thyself behind.” 

“Be Thrifty,” says Benjamin Frank- 
lin, “with your time, with your money, 
with your energies.” “Shun extrav- 
aganees, because the art of getting rich 
depends very much on thrift.” 

“For age and want, save while you 


small 


pennyworth, pause a 


I 


ee 


A Corner Entrance 


HE corner entrance is of unquestioned 


convenience. 


A keen observer of mod- 


ern commercial building will see many 
structures so planned. The objection to 
the corner entrance for the bank is urged 
largely by the architect who feels it to be 
a commercial feature that can never be 
properly developed into an architectural 


one. 


tion shows such an entrance. 


We believe it can be. Our illustra- 


It is com- 


mercially convenient and it is striking 


architecture. 


HOPKINS & DENTZ 
BANK ARCHITECTS 
VAULT & EQUIPMENT ENGINEERS 
415 LEXINGTON AVENUE 


NEW 
OUR 


may; No morning sun lasts a whole 
day.”—Poor Richard’s Almanae. 

Here are some interesting figures: 

65 out of every 100 die penniless. 

25 accumulate only $1,300. 

9 only have over $5,000. 

These are facts not guesses. 

Put something in the bank every 
week. 

$5 a week for 10 vears with interest 
will grow to $3,190.22. 

That’s worth having. 

* 7. * 

Thrift posters can be secured from the 
National Child Welfare Association, Inc., 
70 Fifth Ave., New York City. A very 
interesting series in color, 17 inehes by 


Readers will confer a favor bu mentioning THE BANKERS MONTHLY when 


YORK 


ILLUSTRATED BROCHURE SENT ON REQUEST 


28 inches, complete series of 11 panels 


$5.50, 60 cents each. 
form. 


Copy is in verse 
(Appeal to children especially). 

January 19. Robert Morris, Ameri- 
ean financier and signer of Declaration 
of Independence. b. Liverpool, England, 
1734. Elee. to Congress 1776. Ap- 
pointed Supt. Finance, 1781. d. Phila- 
delphia, Pa., 1806. 


January 26. Michigan admitted to 
Union, 1837. Meaning of name, “Great 
Water or Lake—Indian.” Motto, “Si 
Quaeris Peninsulam Amoenam Cireum- 
spice”—If thou seekest a beautiful Pen- 
insula, Behold It Here.” Popular name 
of state, “Wolverene, Lake State.” 
Popular name of people, “Wolverenes.” 
Flower, “Apple Blossom.” 
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ARMORED CAR PAYS DIVIDENDS 


How a bank 1s carried direct to the doors of commercial 
depositors to the benefit of both depositors and bank. 


By CLARENCE E. WOLFINGER 


Vice President, Second National Bank, Atlantic City, N. J. 


— 120 customers are served 
every day by our armored ear. In 
the course of the year, this ear picks up 
about four million dollars in deposits. 

While we figure that the cost of the 
car in operation is about $10,000 a year, 
we feel sure that we make a good profit 
from the car because we have found it 
perfectly justifiable to charge a portion 
of this cost to advertising and there are 
many accounts which we hold because 
of this armored ear. 

The four million dollars collected by 
the car does not represent near all of 
the deposits made by the customers the 
var serves. Many of these customers 
come into the bank personally or send a 
messenger, in addition to the transactions 
made in the ear. 

The difference between this and many 
other armored cars is that this car is a 
complete bank. You will see from the 
photograph that there is an entrance at 
the rear which opens into a lobby in- 
side the ear. There is a bank wicket 
there just the same as in the bank office 
and customers enter this lobby and 
transact all sorts of banking business at 
their very doors. 


The Advertising Value 


The advertising value of the ear is 
readily recognized by looking at the 
picture. You will see that our adver- 
tising is prominently displayed on the 
side of the car and the very novelty of 
it attracts attention. 

Furthermore, the commercial deposi- 
tor observing this car waiting on cus- 
tomers from day to day sees that our 
bank has the convenience of depositors 
very prominently in mind, and sooner 
or later, he develops the desire to deal 
with a bank of that sort. 

Many of our customers have rather 
large deposits to make at certain times 
of the day and we try to route this ear 
so that the customers will not be com- 
pelled to carry too large sums of money 
through the streets. 

It is not the purpose of this ear to 
collect check deposits, but rather to pro- 
vide means for depositing currency 
which is received by many of our de- 
positors in rather large quantities. 

With so many hotels and board walk 
concessions here at Atlantie City, it is 
readily understood that many thousands 














J 





customers. 


of dollars change hands in this congested 
area every day. Furthermore, it is 
easy to understand that these various 
houses frequently need to replenish their 
change tills so that the proper amount 
of change may be maintained in the 
most convenient denominations of coins. 
The car makes this easy for these eus- 
tomers. 


Distant Customers Served 


There is another type of customer that 
we probably would lose if we did not 
have this car. That is a customer with 
a business some distance from the bank. 
There are other banks nearer, and if it 
were not for the convenience in dealing 
with our bank, these customers would 
probably deal closer home. 

Still another type of customer that is 
served especially well by this car is the 
chain store. These stores have so much 
heavy silver to deposit that they greatly 
appreciate having a truck eall for it. 


Personnel on the Car 


The car is manned by a driver, one 
guard and a teller. The driver and 
guard, of course, do not attempt to do 
anything toward waiting upon eustom- 
ers but rather serve as protection. 

The ear is laid out on the inside similar 
to a small teller’s cage. The teller’s 
duties however are largely the waiting on 
customers at the window. Most of the 
other work is done at the bank. 


The car returns to the bank two or 
three times a day. The teller turns in 
his deposit to the receiving desk, to- 
gether with his cash, he runs a settle- 
ment and the transaction goes through 
in the regular way. 

We have had this ear in operation 
since 1914 and it has never been attacked 
by bandits. 

The only money carried in the car in 
addition to deposits received is about 
$1,000 in odd change which of course is 
wrapped in packages for the benefit of 
any customers who desire it. 
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SERVICE CHARGES MAKE 
$3,450 FOR ONE BANK 


The First National Bank of Thief 
River Falls, Minn., earned $3,450, 
amounting to seven per cent on its eapi- 
tal stock in 1926 through a complete sys- 
tem of charges. In putting every serv- 
ice on an earning basis, the bank has 
lost no business. The following summary 
of these charges furnished by T. M. 
Thronson, vice president of the bank, 
is conclusive evidence of the fact that a 
bank which is not taking advantage of 
these sources of income is throwing away 
a substantial profit. 

A wholesale produce concern, carry- 
ing an account just for local purposes, 
maintains balances over $500, but draws 
one check each day on head office for 
all purchases made. We charge them 
$1 per $1,000 of float on this check in 
transit, and this netted......... $330. 

A chain store maintains average bal- 
ance of over $1,500, drawing on aceount 
only for local expenses and transfers 
funds to New York by drafts purchased 
from us. We charge them $1 per 
MEOW’ vieercds oqnwegesiweanons $200. 

Standard Oil Co., pay us at rate of 
10 cents per $100 or fraction for drafts 
on Minneapolis, which netted us... .$85. 

Two elevator companies pay us 10 
eents per $100 or fraction for eashing 
their checks and drawing envelope drafts 
on commission houses. (One of these 
concerns maintains an average balance 
MO Reainc oestuccuks vaacdueu:s $250. 

A seed, flour and feed house draws on 
commission houses, and we give them 
immediate credit for which we charge $1 


Same firm ships seed on B/L’s. We 
give them immediate credit, charging 
them a collection fee of 25 cents per 
$100 and eight per cent for the time 
NUN ONO OUR cot wucacnvaiades $225. 

We charged 25 cents per $100 for 
cream checks cashed ............$100. 

Service charge on checking accounts 

We charge 50 cents for automobile 
WNOUAIOOE: sic s iin ciiee ccc QE 

We charge 5 cents up to $5 and 10 
cents per $100 over that amount for 
cashing any outside check 

On incoming collections, we charge 
25 eents for first $100 and 15 cents per 
$100 over the first $100, and we require 
a presentation fee of 25 cents on plain 
sight drafts, usually paid in stamps. 
This item also includes note collections 
on which we charge one per cent. . $405. 

Other items, including exchange on 
drafts, eashier’s checks and traveler’s 
checks, and all-other charges approx- 
SOE 0s ieenntvaseenianneweee 


BOE s0keuadddduenesdesenn see 

In addition to the above, we charge 
commissions for getting bonds for eus- 
tomers, also charge for keeping bonds 
for safekeeping. 


Yate enables you to offer your custom- 


ers new and better Safe Deposit Service 


Every banker is desirous of 
building up his safe deposit 
business. It has been diffi- 
cult, however, to find a dis- 
tinctive appeal. Yale en- 
ables the live aggressive 
banker to offer something 
new and something better 
in the New Yale Sealed Key 
Safe Deposit Lock. 


Here is a lock which is 
unique, for it is compulsory 
for the customer to handle 
the keys before the custo- 
dian, and no one else can 
handle them without the 
customer’s permission. The 


keys are sealed at the fac- 
tory in tough fibre enve- 
lopes — and the customers 
open the envelopes and are 
the first to see and handle 
the keys. The vault em- 
ployees do not know what 
key any customer selects. 


The result: Protection, 
full and complete, for every- 
one concerned. 


Let us tell you more about 
this new Yale development. 
Send for the bulletin on the 
“*Yale Sealed Key Safe De- 
posit Lock.” 


The Yale & Towne Mfg. Co., stamford, Conn., U.S.A. 
YALE MARKED IS YALE MADE 


Reed 
19 SS, Master-mass 
Plan 


WORLD’S LARGEST 
BANKING CAPITAL 


The world’s largest aggregation of 
banking eapital, possessed by a single 
financial group, either in the United 
States or any foreign country, is being 
assembled by the stockholders of the 
Bank of Italy organizations. 

A total capital investment of approx- 
imately $500,000,000 and with a market 
value in excess of one billion dollars, will 
be represented by the three institutions 
—Bank of Italy, National Bankitaly Co. 
and Bancitaly Corporation. 

In perfecting the capital structure the 


boards of directors of the Bank of Italy 
and National Bankitaly Co. authorized a 
$90,000,000 increase in the present capi- 
talization, from $30,000,000, represented 
by 1,200,000 shares, to $50,000,000, rep- 
resented by 2,000,000 shares. The capi- 
tal stock of National Bankitaly Co. will 
be inereased from $12,000,000 to $20,- 
000,000. Payment of a 25 per cent stock 
dividend amounting to 300,000 shares 
to stockholders of record October 25, was 
approved, and of the remaining 500,000 
shares, 250,000 is offered to present 
stockholders at $180 per share. The bal- 
ance of 250,000 is sold to Bancitaly Cor- 
poration at the same figure. 


Readere will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





This Little Link 


saves 10% of the cost 
of burglary insurance 


MBEDDED in the solid steel of Diebold Vault 
doors is a little fusible link that reduces the cost 
of burglary insurance by 10%. 


This fusible link is the heart of the Thermatic 
Locking Device which protects Diebold vault doors 
against the cutting torch, the most effective weapon 
of the modern burglar. 


When the heat of a gas or electric.torch strikes any 
part of the vault door the link is fused, thus actuat- 
ing a mechanism which jams the locking bolts. 
Entry through the vault door is impossible. 


The Thermatic Locking Device is exclusive to 
Diebold. It is available on new vault doors only 
and must be specified when the door is ordered. No 
other protective device has yet been granted an 
equal preferential insurance rate. 


DIEZBOLD SAFE & ocx Co. 


New York, Omaha, Cleveland, Detroit, 
Richmond, Boston, New Orleans, Chicago, 


Indianapolis Pittsburgh, St. Paul 


Factory and General Offices: CANTON, OHIO 


Export Office: 372 Broadway, N. Y. 
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MORTGAGE BANKERS 
ADOPT CODE OF ETHICS 


At the recent meeting of the Mort- 
gage Bankers Association of America 
held in Denver, Colorado, a code of ethies 
was adopted. 

The code demands that all members 
of the association share the “lessons of 


| their experience” with all other members; 


that there shall be absolute and com- 
plete loyalty to the interests of the in- 
vestor; that all appraisals of property 
shall, so far as can be ascertained, be 
correct, and that loans based upon such 
appraisals shall be in such amount as 
shall seeure complete maturity and in- 
terest payments; that compensation for 
“legitimate use of the mortgage money” 
shall be such as are “well established 
in the various communities,” and no 
larger return shall be accepted; that all 


| advertising shall be accurate, and that 


all transactions shall be such 

really bear the light of day. 
The following officers were selected: 

FE. D. Schumacher, Richmond, Va., re- 


as may 


| elected president; R. R. Rogers, Spokane, 





Wash., E. E. Murray, Nashville, Tenn., 
and R. S. Bishop, New Orleans, vice 
presidents; F. J. Shoyer, Philadelphia, 
J. B. Sleeper, Topeka, Kan., Thomas F. 
Clark, New Haven, Conn., B. F. Saul, 
Washington, D. C., Hiram Cody, Chi- 
cago, members board of governors; 
Walter B. Kester, Chicago, seeretary- 
treasurer. Cleveland, O., was selected 
as the place of next year’s convention. 

A new feature provided by this year's 
convention is for the formation of local 
and state subsidiary associations, sev- 
eral of which already are in process of 
organization. 


IDEA FROM BANKERS 
MONTHLY PROFITS BANK 


COMPREHENSIVE display of 
pioneer paraphernalia, which vividly 
recalled the days when Western civiliza- 
tion was struggling for a firm foot hold 
in the old Oregon Country, marked the 
fortieth anniversary of the Portland 
Trust and Savings Bank of Portland, 
Oregon. 

The exhibit was displayed in the lobby 
and was open to the publie during the 
week of the bank’s anniversary. Up to 
200 articles, which were used in pioneer 
days, were on display. 

G. H. Charters, Secretary of the Port- 
land Trust and Savings Bank, who was 
in charge of the exhibit, attributed much 
of its suecess to the fact that all relies 
were loaned by individuals, who thereby 
became active boosters and advertisers 
of the exhibit. 

In planning the publicity for the ex- 
hibit, the general procedure used by the 
United Banking and Trust Co. of Cleve- 
land, Ohio, which was outlined in the 
January, 1927 issue of THe BANKERS 
MontTuuy, was followed. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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About six weeks before the opening of 


the display, an advertisement was run 
in the newspapers asking the public to 


“Help Us Celebrate Our Fortieth An- | 


niversary.” 

A letter with reply cards was sent to 
stockholders and selected customers 
which embodied the same request. 

The work of creating public interest 


in the display did not stop with these | 
two steps, however. Mr. Charters de- | 


veloped a number of interesting news 
stories and through the bank’s publicity 


very Banker 


who believes that “one safe deposit lock is as 
good as another” or that “they’re all put to- 


gether the same way” 
should send 
for this 





department kept the newspapers well | 


supplied with stories about the articles 


which were being received and contain- | 


ing requests of others. 


The result of this campaign was 2 de- | 


luge of offerings from every section ot 
the city and adjacent country. So many 


articles of genuine interest were received 


that a selective process had to be in- 


stalled and the most picturesque awarded | 


the distinction of being displayed. 


Two very large show cases were placed 


in the entranee of the bank and were 
filled with larger articles from the col- 
lection. The lobby was lined with other 
eases filled with small articles and with 
a number of large pieces. Each piece 
was given a ecard which contained the 


owner’s name and a description of the | 


relic. 


A window trimmer from one of the | 


Portland window decorating companies 
was given a free hand in arranging the 


display and, according to Mr. Charters, | 
much of the attractiveness of the cases | 


was due to his skillful handling of the 
many varied articles collected for the 
showing. 


A week before the opening of the ex- 


hibit, an advertisement was run which | 


was headed “You are Invited to Visit 


the Exhibit of Historical Articles of 
Portland and Oregon in the Lobby of the | 


S«G Safe Deposit Lock 


(CHANGEABLE SEALED KEY TYPE) 


Absolutely no obligation! Send for a working model of this 
famous lock. See for yourself why the country’s best banks 
(list on request) have installed it as standard equipment. Get 
a first-hand view of the way this superb mechanism is milled 
and assembled. Then you will understand why “ample” pro- 
tection is not enough, why the S & G Safe Deposit Lock gives 
you and your depositors certain, positive protection! Pin 
the coupon to your letterhead. When you no longer need 
the lock, we will gladly forward postage for its return. 


Sargent « Greenleaf Inc. 


ROCHESTER NEW YORK 


Makers of good bank locks for Main Vault Emergency Doors, Tellers’ Wickets, Tellers 
Doors, Vault Day Gates, Cashiers’ Lockers, Cages, Safe Deposit Boxes, Grille Gates. 





Portland Trust and Savings. Bank.” | 


This was follow yV news stories sup- 
Thi followed by t 


plied by the bank’s publicity department, 


THIS COUPON BRINGS your working model of the S & G Lock, and 
“Onward to Better Things” a mental ‘daily dozen’ written originally for 
S & G employees, now recognized and acclaimed by America’s most prom- 
inent business heads. 


pictures of some of the relics and a | 


picture of nine pretty girls from the | 
bank’s staff who had dressed up in their | 


Great-grandmothers’ clothes for the oe- 
casion. 


“The ‘old timers’ among our clients | 
were particularly delighted by the ex- | 


hibit, for it brought back to them the 
Portland of the past when the bank was 
just beginning to play a part in this 


community’s upbuilding,” Dean Vineent, | 
president of the Portland Trust and | 


Savings Bank, said regarding the anni- 
versary show. 

“To the newer generation, the exhibit 
was of interest beeause of its historical 


value. We felt that it also was a good | 
method of impressing on their minds the | 


great changes which our organization 
has witnessed during its business life 
and that it also served to indicate the 
solidity and firm foundation on which 
our organization is built.” 
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than ordinary facilities. 


BURGLARS ROUTED BY 
PROTECTIVE DEVICE 


HE Hillisburg Bank of Hillisburg, 

Ind., was entered by burglars re- 
cently who burned away a part of the 
vault door. A protective device on the 
inside of the vault, however, discharged 
tear gas and so filled the bank with this 
that the robbers could not remain to 
go farther. 

George T. Wood, cashier of the bank, 
describes his feelings upon discovery of 
the robbery, as follows: 

“My first look at the bank on the 
morning of March 28, 1927 caused me 
to shudder. I could not understand why 
the blinds were pulled, but felt that 
something was wrong at the bank as 
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Keep out the glare, let in the air. 
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MORRIS S. TREMAINE, President 
11 East 38th Street, New York City 
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WHEN A VALUED CUSTOMER is leaving for South- 


introduction to Security Trust & Savings Bank will 
secure for him or her special attention and courtesies, 
for which that patron will be grateful to you. 


SECURITY BANK has 54 offices and branches, cov- 
ering the cities and towns which comprise the Los 
Angeles Metropolitan Area. Wherever your letter may 
be presented, it will bring to the person introduced 
more than ordinary courtesies from a bank with more 
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that a letter or card of 


we never left the blinds down. I hurried 
over and when within about 50 feet of 
the door noticed that the lock had been 
tampered with. My appetite left me (for 
it was before breakfast) and I wondered 
how far they had gotten. My first 
thought was that of the gas as to 
whether it had worked or not. 

“When I opened the door, I knew it 
had worked, for the entire building was 
so full of tear gas that you could stay 
in the room for a short time only. 

“My next thoughts were concerned 
about the safe deposit boxes and the 
safe. I managed to stand it long enough 
to take a flashlight and peep through 
the hole the burglars had eut through 
our door (22 inches x 31 inches) and 
saw our safe deposit boxes and safe 
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were unmolested. The burglars had fled 
as soon as the gas was turned loose out 
of the vault upon them. 

“This gas surely safeguarded our 
vault. Without it they would have rifled 
our safe deposit boxes and if they had 
not cut through our safe, they would 
have ruined it. My feelings of fear and 
nervousness were turned to joy when I 
discovered that the gas had foiled the 
burglars. Having had insurance on our 
vault we were unharmed financially. 


























The 
through the vault door, but tear 
gas sent them scrambling out of the 
bank without any loot. 


burglars burned a_ hole 


“We cannot give too much praise to 
the gas protection for it saved the day 
for us. 

“A night alarm system might have 
helped, but is questionable in a small 
town like this as we have no police pro- 
tection available.” 





Francis P. Garvan, president of the 
Chemical Foundation has been elected 
president of the Wheatley Hills National 
Bank of Westbury, Long Island, New 
York. 





When you bave passed on, your wife will have te fallew the 
trail alone. 


If you have managed wisely—made a will and named a careful, 
experienced executor, such as a trust company, the way will be 
smooth. If not, there are many vexing problems for her to meet. 


From the chart can be seen the many steps necessary in settling 
an ordinary estate. The Fidelity Trust Company is equipped to pon psc RE 
handle your estate wisely, safely; in short, as you would yourtelf DISTRIBUTION 
if you lived. 


—- Your Life Insurance 
seine Can Be A Real Protection 


1 Life Insurance came into being by the need for the perpetuation of the 
Value of Human Life. 

q Forty million people im this country carry insurance for the benefit of 
others—a comforting thought. 

, eye Life Insurance alone is not enough—e greater need has grown out of it. 
Consider the history of Life Insurance money paid out in 1923. Four hundred 


Millon Dollars ( $400,000,000) was paid the beneficiaries of meurance policies. 
ite AA Ninety per cent of it was paid in cash—the most liquid form of capital 
LIQUIDATION OF ALL Nearly all of the beneficiaries were widows, children and aged men and 
DOUBTFUL ASSETS wumen—a group most of whom are peculiarly unfitted for the management 
= of capital. 

" Ninety per cent of this money will be spent or dis- 
sipated in seven short years. That has been the history 
of Life Insurance money paid in cash in the past. 

These losses could have been prevented by a LIFE INSURANCE 
TRUST. 
ING OF 


— TR T co We would be pleased to explain im detail, at our office or yours. 


— 147 W - CONGRESS ST - 


Two Interesting Displays Suitable tor Your Trust Department 
We Shall Be Glad to Furnish Mats 
A Nominal Charge to Cover Cost of Cuts and Mailing 


FIDELITY TRUST COMPANY, Detroit, Michigan 


ouard Her against these Dangerous Steps/ 


“Nine out of ten Estates over $5000 are dissipated in SEVEN YEARS.” 
Read that again! 

Tragic—almost unbelievable—yet appallingly true. 

But, in your case, IT CAN BE AVERTED. 

It is neither fair nor just to your dependents to neglect this important 
duty ae a wel amd appointing a Trust Company to administer 
your ATE. 


You can arrange—very easily and toad for the administration of 


Nctanintne Chore of your estate—as you want it admiste 
Executor 


Improper Selection 


Your Estate represents a lifetime epeinien and industry. 
Unbiohians bike one rent ley that your dependents a the fullest benefit. 
Hae - : n the matter tes, knowledge,experience a and absolute responsibility 
Administration are required to walk aun the many intricate details of a proper administration. 


ienidasi ae These are the requisites i ye char- 
— SS acterize the FIDELITY TRUST COMPANY 


Your Life Insurance 
Policy Constitutes an Expenditures 


Extravagance caused by 
ES i A | E 1 recempt of unexpected cash. 
° 
“TRUST SERVICE” 


Forty enifian ceeete tn Gass country carry insura for the 2 le a booklet you 
benefit of others—Forty Million Extaccs ninety percent of - have—A capy will be 
witch. indiepueabte sputable records show. will be spent or disupated i Peas masled om request 
wm seven short vears 

You can avert this by a Life Insurance Trust 


We will gtadly explain at our office ash tor 
booklet which vou can read at vou << 7 oer 


FIDELITY 
TRUST COMPANY 
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connection with 


of the 


November issue of THE BANKERS MONTHLY. There 
the principles were stated which are illustrated in 


this installment. 


The facts in these two articles 


should be familiar to every banker large or small. 


CASES IN BOND ANALY 


Applying the principles given in a previous article by this 
Helpful examples for any investment buyer 


author. 


ET us examine a railroad bond which 
is given the highest possible rating 
by the ‘various rating authorities, the 
general mortgage 4’s of one of the im- 
portant western lines. Earning record 
over a period of seven 


follows: 


years is as 


Earnings 
Available for Bond Times 
Years Bond Interest Interest Earned 
1919 $54,752,916 $11, ery 259 
1920 49.650,373 
1921 51,284,664 
1922 46,253,626 


12 2 
1 0: 
1 25: 

1923 53,411,544 1 14 
1 ¢ 
1 


1924 53,399,802 »: 

1925 57,404,653 71! 

This tabulation shows that annual 
average earnings over the seven-year 
period were equivalent to more than four 
and one-half times the interest require- 
ment. This is indeed an excellent show- 
ing for a railroad as it is considered that 
the bonds of a railroad company the 
average earning of which, over a period 
of years, show interest charges covered 
one and three-quarter times, are entitled 
to the highest rating as far as earnings 
are concerned. 


This serves to illustrate the statement 
made previously, that ratings ean only 
place securities in their proper class, 
and cannot state the particular position 
in the class, in which they belong. When 
annual average earnings of one and 
three-quarter times bond interest, en- 
titles a bond to a place in the highest 
class of securities, when a company is 
earning its fixed charges more than four 
and one-half times on an annual average 
basis, over a period of years, its bonds 
are qualified to occupy a position well 
toward the top of the highest class, as 
far as earnings are concerned. 

It is found that this issue is secured 
by a direct or collateral mortgage on 
over 8,500 miles of road; appurtenances, 
terminals, equipment and also securities 


62 


By E. M. ZIMMERMANN 
Of A. C. Alynn and Company 


of subsidiaries, subject to but a relatively 
small amount of underlying liens on 
some sections of the road. Also that 
these bonds are outstanding on mileage 
covered by the first lien, at the rate of 
$28,919 per mile, and on total mileage 
covered at the rate of $17,714 per mile. 
In appraising marketability of the 
issue, it is found that it is listed on the 
New York, London, and Boston Stock 
Exchanges. Not only does it have a 
wide market, but is also very active. 
Records disclose that in one week 302 
of the bonds sold at prices ranging from 
9544 to 964%; in another six-day period 
71 of them changed hands within a 
range of three-quarters of a _ point 
around the same figures, while in the 
week immediately preceding 143 of the 
bonds passed into the hands of new 
owners at from 951% to 9634. Here is 
liquidity which also entitles the bond to 
a position at the top of the highest class. 
Such marketability is exceeded only by 
Liberty Bonds, which really may _ be 
classed as interest bearing currency. 


Naturally, such a high degree of safe- 
ty and liquidity must be paid for by the 
investor, and it is found that the yield to 
maturity is only about 4.16 per cent, o 
but slightly better than Liberty Bonds. 

Here is a bond of a company with 
an exceptional earning record; soundly 
backed up by assets and a very high 
degree of marketability—an issue suit- 
able for the ultra conservative investor. 


A Study of An Industrial Issue 


Now let us use the analyst’s sealpel on 
an industrial issue—the collateral trust 
notes of a concern engaged in the milk 
and ice cream business. The notes have 


heen out but little more than a year, so 
that figures showing the relationship 
between earnings available for fixed 
charges, and the amount of fixed charges, 
are at hand for but a single year. They 
are as follows: 
Earnings 
Available for Bond Times 

Year Fixed Charges Interest Earned 
1925 $4,094,459 $876,036 4.67 
Consolidated net earnings of subsidiaries 
including those acquired through the 
issue, are as follows: 


4,047,135 
4,635,180 
At the first glance this earning record 
appears favorable, and indeed it would 
be, had this ratio been maintained over 
a period of years by the company in its 
present form. As it is the consilidation 
is too new to have fully demonstrated 
its earning ability. 

A study of the balance sheet discloses 
that net tangible assets available for 
the issue were more than double the 
amount of the bonds outstanding. A 
comparison of the balance sheets of 1924 
and 1925 brings to light some interesting 
features. At the close of 1924 intang- 
ibles, such as goodwill, ete., were car- 
ried on the books at a valuation of $1, 
as of Dee. 31, 1925 the same item ap- 
peared on the sheet at $11,963,758— 
goodwill had been marked up $11,963,- 
757 during the year. 

It is also noted that property account 
at the end of 1925 stood at $41,279,724 
in comparison with $10,762,087 at the 
close of 1924. While this increase is 
supposed to represent the value of prop- 
erties taken into the consolidation dur- 
ing the year, if this is also the case in 
the matter of goodwill, then nearly 40 
per cent of the valuations given the ab- 
sorbed companies must have been repre- 
sented in intangibles. This leads the 
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analyst to wonder whether the value of 
the net assets back of this issue of notes 
is really more than double the amount of 
the notes, or whether the same nimble 
pencil has valued both intangibles and 
property account. 

Another item in the balance sheet at- 
tracts attention. The item “payables” 
jumped from $968,160 at the end of 1924 
to $6,538,995 at the close of 1925. 

The marketability feature of the issue 
is fairly satisfactory as it is listed on 
the New York Stock Exchange. 

This issue is probably entitled to a 
place at the bottom of the scale measur- 
ing fourth or fifth class bonds, and is a 
good one for the investgr to let alone un- 
less he wishes to purchase securities with 
a speculative tinge. 


An Electric Railway Case 


A helpful illustration of a “warning 
signal” is furnished by the earning rec- 
ord of an electric railway in the south. 
It is as follows: 


Earnings 
Available for 
Years Bond Interest 
1920 $1,237,112 
1921 1,036,646 
1922 957,866 
1923 
1924 
1925 
1926 


Bond 
Interest 
$471,198 
472,287 
460,857 2 
441,651 2.57 
428,169 2.38 
426,322 1. 
427,826 1 


Times 
Earned 


While annual average earnings for 
the seven-year period show interest 
charges covered 2.13 times, which would 
be a good showing if maintained, it is 
noted that figures show a steady decline 
in recent vears, with net for 1926 
amounting to less than 60 per cent of 
the 1924 earnings. Fixed charges were 
covered in 1926 with rather an unecom- 
fortably small margin to spare, for a 
company of this kind. 

It does not require an experienced 
analyst to detect the “danger signal” dis- 
played in the rapid decline in net. A 
study of the company’s business and the 
territory served, does not hold out much 
hope for improvement. It is operating 
an electric interurban railway system in 
a section which has greatly improved 
its roads during the last few years, and 
apparently the automobile is taking its 
business away from it. 

The balance sheet shows net tangible 
assets amounting to nearly three times 
the amount of this issue and prior liens 
outstanding. Property account stands 
at nearly 21.2 million dollars, but it 
must not be lost sight of that this valua- 
tion is as a going business, and that the 
assets of an electrie railway are subject 
to quite some shrinkage in case of liquid- 
ation. A traction right of way is worth 
only the price of the adjoining real es- 
tate, and the rails the price of scrap, in 
case the road is abandoned and sold. 

The balance sheet shows that the com- 
pany is also in a weakened working eapi- 
tal position, as net current liabilities ex- 
ceed current assets by over $81,000. 

While this issue is secured by a first 
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UR monthly investment lists 
include a broad selection of 
good bonds, foreign and domestic, 
suitable for widely-varying needs. 
Each issue listed is a good invest- 


ment in its class. 


We will gladly mail these offerings 
each month to bankers and others 
who may want them. 


The National City Company 


National City Bank Building, New York 


Offices in more than 50 leading cities throughout the world 
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mortgage on lines comprising about two- 
thirds of the company’s mileage, and by 
a mortgage on the remainder of the prop- 
erty, subjeet to divisional bonds, it is 
found that earnings are declining rapid- 
ly; assets subject to a heavy shrinkage 
and that it has a narrow over-the-counter- 
market. It must be classed as an un- 
attractive speculative security. 


FEDERAL LAND BANK 
ISSUES 


Some evidence as to the stability of 
federal land bank is to be had in the 


fact that the bank recently sold $29,- 
000,000 worth of bonds maturing in 
from ten to thirty years at 4 per cent. This 
is the most economical rate at which the 
hank has ever been able to borrow. Six 
months previous, the bank sold $100,- 
000,000 worth of bonds at 444 per cent 
which at that time was a record for low 
cost. 

The distributing group associated in 
the distribution of these bonds is un- 
usually large. It ineludes not only the 
12 federal land banks but more than 
1,000 dealers, in addition to the banking 
syndicate that actually underwrote is- 
sue. 
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A dividend record 
uninterrupted for 47 years 


HROUGH almost a complete half century, A. T. & T. 
and its predecessor have paid dividends regularly. Its 
carnings— increasing each year— provide an ample margin 
of safety above dividend requirements, thus increasing the 


stockholder’ s equity. 


Vital facts for investors to know about A. T. & T.: 


Bell System service has ever kept pace with the nation’s develop- 
ment. @ Its management is far-sighted, conservative, and yet 
progressive. @ Its laboratories employ 3,500 trained workers, 
searching for means to bring the nation’s telephone service 
nearer to perfection. Q Its plant investment of $3,000,000,000 
includes telephone and central office equipment costing over 
$1,000,000,000, over 54,000,000 miles of wire, 16,000,000 
poles and 2,000 owned buildings. Q@ A. T. & T. owns over 
91% of the combined common stocks of the operating companies 
of the Bell System. Q Its stock can be bought in the open market to 
secure a good return. Write for booklet, ‘‘Some Financial Facts."° 


BELL TELEPHONE 
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195 Broadway 





eae! 
i WEGeseeri 
Plan 





FIRST WISCONSIN CO. IN 
NEW QUARTERS 


The First Wisconsin Co., which is the 
investment unit of the First Wisconsin 
Group, moved into its new quarters on 
the second floor of the Trust Co. Build- 
ing, recently. These quarters were 
formerly occupied by the First Wiseon- 
sin Trust Co., another of the three af- 
filiated institutions. 

“Our new offices with an attractive 
lobby and comfortable conference rooms 
will please our many clients and friends 
we hope,” said Robert Baird, president. 
He added, “The efficient and roomy 


working quarters will expedite the work 
ot the various departments of our rapid- 
ly expanding organization.” 


A STUDY IN BANK CAPITAL 
AND TAXES 


- a letter to the Wisconsin Bankers 
Association, EK. T. O’Brien, president 
of the United States National Bank of 
Kenosha, Wis., gives some most impor- 
tant information, not only on income tax, 
but on the amount of capital require- 
ments of a bank. Here is his letter: 
“T came across some statistics today 


regarding banks that are significant of 
the depressing and retarding effect which 
the ad valorum bank taxation in Wis- 
consin has had on encouraging increase 
of capital and surplus of banks. In the 
hands of officers and directors of average 
ability, a good sized capital and surplus 
is always a decided protection to de- 
positors and stockholders of banks. The 
figures I have in mind are as follows: 

“The average bank capital per person 
in Michigan is $54.32. The average 
bank capital per person in Illinois is 
$64.64. The average bank capital per 
person in Wisconsin is $39.33. The 
average over the United States is $68.63. 

“You will therefore notice that the 
per capita in Wisconsin is not much 
above 50 per cent of the average for 
the United States. The proposed 
income tax law, I am sure, will en- 
courage the increasing of capital and 
surplus in our Wisconsin banks, and 
will have a very material effect in im- 
proving their strength and_ stability. 
After all, the capital a man has in his 
business is the real protection in ease a 
time comes when there are no profits, 
and in addition, there are losses to meet. 

“Another material factor in keeping 
banking conditions in the state satisfae- 
tory from the standpoint of the de- 
positor is the number of banks per 
capita. We have many communities 
with more banks than are necessary to 
secure the competition which is always 
necessary and advisable so that the pub- 
lie may secure what it deserves. Statis- 
ties as of June 30, 1926 indicate that the 
population for each bank is as follows: 

“Wisconsin, one bank for every 2,95) 
population. Illinois, one bank for every 
3,746 population. Michigan, one bank 
for every 5,371 population. United 
States, one bank for every 4,554 popula- 
tion. 

“The following figures are also signifi- 
cant: (These are the states in which the 
largest number of bank failures have 
taken place). 

“Towa, one bank for each 1,640 popu- 
lation. Minnesota, one bank for each 
2,009 ng Se Nebraska, one bank 
for each 1,283 populaion. No. Dakota, 
one bank for each 1,130 population. So. 
Dakota, one bank for each 1,439 popula- 
tion. Kansas, one bank for each 1,472 
population. Montana, one bank for 
each 3,000 population. 

“T want to call your attention to the 
fact that many banks, especially the 
larger ones, which own their own build- 
ings, would pay a larger total tax under 
the proposed income tax law than they 
would under the present law, and the 
above would apply to us when we take 
possession of our new _ building. 
Nevertheless, I am in favor of the in- 
come tax law, because it will give the 
many small banks in Wisconsin relief 
from taxation that is more burdensome 
than the taxes of other corporations. 
The larger banks ean afford to pay the 
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real estate tax and an income tax in 
addition. 

“In 1926, 956 banks failed; two-thirds 
of these had eapital under $25,000, and 
779 were in towns under 2,500. 

“Member banks in cities under 5,000 
have lost deposits in the past four years 
dropping from 13.2 per cent to 11.6 per 
cent of total deposits, while banks in 
cities over 100,000 have increased their 
deposits from 62.7 per cent to 65.2 per 
eent. This is evidence of the constant 
shifting of capital from the small com- 
munity to the large city, and accounts 
to some extent, for the lack of support 
which rural communities have received 
from their local banks. Small Wiscon- 
sin banks appear to have just drifted 
along.” 


AN OPEN LETTER TO GENE 
TUNNEY AIDS BOND SELLING 


HE CHICAGO TRUST CO. used a 

most interesting method to sell 
bonds just following the Dempsey-Tun- 
ney fight in September. Dayton Keith 
wrote an open letter to Gene Tunney 
which was published on the back page 
of the Chicago Trust Co.’s Monthly News 
Letter. 

The letter is as follows: 

My Dear Gene: 

You put up a 
week. 

You then departed from Chicago with 
$990,000 in your wallet. That’s a great 
deal of money. We believe you won it 
fairly and are entitled to keep it, but 
I am wondering whether you have given 
serious consideration to the way it ean 
be made to multiply with safety or to 
the ease with which it can be lost. 

Last year 500 million dollars were lost 
by Americans through unwise invest- 
ments. Some of these investments were 
actually made by experienced business 
men, but they took the chance with their 
eves open, hoping for abnormal returns. 
They lost—and probably could afford it. 
The inexperienced investor was the big- 
gest loser and almost always the per- 
manent loser. 

It is a matter of common knowledge 


wonderful fight last 
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Underwriters and Distributors 


_of California Tax Free Bonds 


Road District Improvement Bonds. 


1925 A&I Act District Improvement 


Bonds. 


1915 Act Improvement District Bonds: 


1911 Act Assessment Improvement Bonds. 
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HESE bonds yield from 5% to 614%; are free from 

California personal property taxes; all Federal In- 
come taxes (normal and surtaxes) and all California In- 
heritance taxes if held outside the state of California. 


Issues range from $50,000 to $1,000,000.00. Princi- 
pal and interest collected with general taxes by the 
treasurer of issuing municipality. 


These bonds are conservative investments for banks, 


Trust Companies, 


Insurance Companies, Fraternal 
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The check for a million that was endorsed over to Gene Tunney after the 


big fight. 


and public regret that some of our great- 
est athletes and greatest business men 
of a decade ago are penniless today. 


Others are living in peace and comfort. 
The latter almost without exception en- 
trusted the investment of the bulk of 


the funds of their big earning years to 
a reliable banking house. Thus was as- 
sured an adequate return year after 
year in spite of unfavorable conditions 
or personal mishaps. 

Your $990,000 invested in our First 
Mortgage Real Estate Bonds, leaving 
the principal untouched for ten years 
and investing the semi-annual interest 
in the same elass of securities, will total 
$1,788,073, a colossal sum, but this ae- 
cumulation would follow under that pro- 
cedure just as surely as day follows 
night. Of course, you may not want to 
invest this entire amount in one place, 
but remember this—even $990 invested 
in the manner suggested will at the end 
of ten years have a cash value of $1,- 
788.07. 
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ASK FOR OUR BOOKLET ON 
INSURANCE TRUSTS— Trust. “SKETCHED 
DEPT. 2ND FLOOR - FROM 


LIFE” 


A Series of 24 Trust Poster 
Illustrations, size 20 by 
30 inches, featured in a 
hand carved mahogany 
frame, high class, digni- 
fied and appropriate for 
lobby display and near 
the entrance to the Vaults. 


NOTE: The tie-up we have with 
each Trust Poster: “‘Ask for our 
booklet on Life Insurance Trusts 
—Trust Dept. 2nd floor. 


An Added 
Feature 


We also furnish a series 
of 24 reductions of the 
originals in Pen and Ink 
Sketches with the 
“MATS,” which can be 
used in different advertis- 


ee = this me 
, , make a general tie-up wit 
The Franklin Studios the Trust Department. 


INCORPORATED Will be glad to give 


236 WEST 55TH STREET details. 
NEw YORK CITY 


SHORT TERM INVESTMENTS FOR BANKS 


Our shorts term obligations have 
been» purchased by more than— five 
thousand banks in the, United States. 


GENERAL MOTORS 
ACCEPTANCE CORPORATION 


Executive Office +250 WEST 577 ST. + New York City 


Capital, Surplus © Undivided 
Profits + $50,626,000 


Bank President to Adv. Mgr.: Bank President to Adv. Mgr.: 


‘«‘Have you sent for the full facts “I see you have Reed’s Master- 


. mass Plan in your proposal for 
on Reed’s Master-mass Plan for 1088, That's Gas. | tnow what 


1928? I want to look them over it has done for scores of Banks, 
with you.’’ and it can do the same for us!’’ 


“The devotee of cut prices visits Registered Mail Envelopes 


often the tomb of the Profits.” — Heco Envelope Company 
PETER HECO Chicago, III. 


CHARGES SHOULD BE MADE 
FOR SAFE KEEPING ITEMS 


By A. B. TAYLOR 
President Lorain County Savings and Trust Co., 
Elyria, Ohio 

HE custom of accepting items for 

safe keeping started largely dur- 
ing the World War. When the govern- 
ment was making its drives on sales of 
liberty bonds. The banks did not have 
any detailed plan of records and re- 
ceipts. Few banks issued carefully- 
prepared receipts, claiming no respon- 
sibility or liability. A few kept limited 
records of the bonds accepted for safe 
keeping, and very few, if any, made a 
service charge. 

What has been the result? Frequent- 
ly, receipts were lost or were said to 
have been lost and banks had to make 
the loss good or be embarrassed. In 
many eases these safe keeping bonds 
disappeared or were stolen by an em- 
ploye of the bank and again the bank 
had to make good. 

A short time ago, I attended a group 
meeting of bankers and at that meeting 
a prominent banker explained in the 
course of his remarks that his bank is- 
sued a receipt for safe keeping items 
and that on this receipt a notice was 
printed advising the customer that his 
bank accepted no responsibility or liabil- 
ity in connection with the safe keeping 
of the items. Therefore, he thought, 
no charge should be made for the serv- 
ice. 

There happened to be an able attorney 
in the audience and the banker was soon 
informed that he was quite wrong in 
his opinion. It may be surprising but 
there are many other bankers laboring 
under the same wrong opinion. 

There should be no question but that 
whenever a $1,000 bond disappears from 
the safe keeping files of any bank, that 
bank will have to make good the loss 
and do it promptly. 

In the case of a bank that was re- 
cently closed, the cashier not only helped 
himself to the safe keeping items, but 
also opened many safe deposit boxes 
and made away with their contents. 

It seems to me that there can be no 
doubt but that where banks accept 
items for safe keeping, receipts should 
be issued in triplicate; one for the own- 
er, one for the bank and one to file 
with the items. Also a separate ledger 
record should be kept of all items ac- 
cepted for safe keeping for audit pur- 
poses. Last, but not least, a reasonable 
charge should be made for the service 
rendered. 

Because of the custom already es- 
tablished, banks can hardly decline to 
accept valuable papers for safe keeping 
and certainly there ean be no question 
but that they are liable in cases of neg- 
ligence. 


What is a remedy for all this? Greater 
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cooperation and education. Certainly 
greater cooperation and education are 
important factors now-a-days in con- 
nection with suecess in any line of busi- 
So bankers can therefore render 
a great service by endeavoring to get 
together at round table meetings to work 
out uniform plans and methods for bet- 
ter handling of items for safe keeping 
and to educate their patrons to realize 
the responsibility banks assume and to 
realize the fairness of a 
charge for such service. 

In attempting to thus further coopera- 
tion and education, bankers will create 
a much greater degree of fellowship and 
a better understanding among them- 
selves. 


ness. 


reasonable 


JOHN J. MITCHELL—-THE MAN 
WHO COULD LISTEN 
(Continued from page 17) 

Then he would speak a few words so 
commonplace, so simple, so baldly ob- 
vious at first hearing, that their first 
effect was often downright disappointing 
to the men who had brought him their 
difficulties. But those few words were 
not unusually like the pound or two of 
coagulating chemical that clears a whole 
city’s water supply. 

Men who had been at daggers drawn 
said to each other, “Why of course, that’s 
the answer and we’ve all known it. 
Why didn’t we have sense enough to do 
such a plainly obvious thing?” 

But there lay the man’s almost magie 
power. He did not try to dominate. He 
never seemed to lead. He listened so 
attentively to every human voice that 
his understanding of human problems 
seemed almost uncanny, sometimes, to 
men whose insight and judgment might 
be comparable to his, but who lacked 
his real interest in what other people 
had to say. 

This quality was so broad and basic 
that it impressed itself on every man, 
woman and child who had contaet with 
him, whether that contact were social 
or business and whether its duration were 
a thing of minutes or of decades. 


From the chauffeur who could not 
control his tears or make a coherent state- 
ment of the accident in which Mr. and 
Mrs. Mitchell met their death October 
29, to the grey-headed financiers who 
had sat with him in stormy clearing 
house discussions and tense directors’ 
meetings, people spoke of him as one 
who had given them the dearest gift one 
human being can give another. Few 
men are rich enough to have it and even 
fewer are generous enough to part with 
it—that gift of really listening while a 
fellow creature talks. 

Bankers who read this page will doubt- 
less agree with what is said here, even 
though their only contact with John J. 
Mitchell was a five-minute courtesy eall 
in distant years. 


Isn’t Collateral Better 
Than Net Worth 
As a Loan Basis? 


. Let us show you how, without expense to the bank, - 
loans to any manufacturer can be secured by ware- 
house receipts covering his raw materials or finished 


products. 


The Lawrence System of Field Warehousing enables 
the issuance of bona-fide warehouse receipts through 
the creation of a legally perfect public warehouse in 
the plant of the borrowing manufacturer. 


The Lawrence System is heavily endorsed by leading 


bankers everywhere. 


Write For a Copy of Our Booklet Entitled 
Lawrence System Field Warehousing. 
It will show a way 


to new profits 


[AWRENCE WAREHOUSE 


MPANY 


A: T. GIBSON. PRESIOENT 


37 Drumm Street, 


“Some men would use carrier 

pigeons to save the post, were 

they sure of their return.’”’— 
PETER HECO 


Reed 
Master-mass 
Plan 


They will see at least one of their 
best ideals realized in John J. Mitchell’s 
career because the banker must be, above 
all things, the man who ean listen un- 
derstandingly. 

And that was the underlying basis of 
John J. Mitchell’s suecess as a banker, 
from the time he entered the profession 
as a messenger of twenty in 1853, unti! 


San Francisco 
lei ELIE eg 


Street 
Seattle . ... Dexter-Horton vere 
Oakland. ..... .. Gibson Termina 


Envelopes for Every Purpose 


Heco Envelope Company 
Chicago, III. 


he left it and life on the same day in 
1927. 


The Missouri Agricultural College re- 
cently arranged a short course for bank- 
ers and others on the valuation of farm 
land. No doubt bankers in other states 
could get similar information from the 
Agricultural Colleges in their states. 
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Bieri sege following the country doctor and the country minister, 
it is my belief that the majority of country bankers have 
opportunity to render a greater service to their communities 
than the representative of any other human endeavor, because 
there is something more to banking than being a mere money 
changer in spite of any belief, real or assumed, to the contrary. 
G. E. BOWERMAN, President, Fremont County Bank, Sugar 


City, Idaho. 


NEW FEDERAL SERVICES FOR 
BANKER AND FARMER 


Publications issued by the Bureau of Agricultural Econom- 
ics of the U. S. Department of Agriculture that country 
banks should study and make available to farmer customers 


KNOWLEDGE of rela- 
tive changes in farm 
price data, especially as they 
compare -with the trends of 


other prices, wages, land values, and so 
on, is believed by the Bureau of Agricul- 
tural Economics to be fundamental as a 


basis for constructive pro- 
for agriculture, such 
as are occupying the minds of 
many agricultural leaders to- 
day, and in which country 
bankers are taking an active 
part. 

Prices and price changes are 
both causes and effects in the 
field of economic phenomena. 
In the long run, the prices of 
farm products, tend to con- 
trol the supply, and changes 
in farm organization and 
changes in types of farming 
can frequently be traced to 
absolute and relative changes 
in prices for farm products. 

Heretofore, when requests 
for information from price 
tables made by this bureau 
justified the undertaking, it 
has been laborously copied off 
by hand; but the requests be- 
came so many and so urgent 
that these prices are now given 


grams 


to the publie in concise print- 
ed form, arranged by states. 


Sources of Information on 
Farm Prices 


That this information may be kept 
constantly up to date, it is pointed out 
that the most readily available source of 


68 


By CAROLINE B. SHERMAN 


Of the U. S. Department of Agriculture, Washington, D. C. 


current data is the publication Crops 
and Markets, published monthly by the 
bureau. 


Some of the publications bankers can profitably study 
and pass on to their farmer customers. 


For immediately current use, the most 
important items are covered in the 
mimeographed releases issued from 


Washington, and issued _|o- 
eally through the agricultural 
statisticians or the crop and 
livestock market news offices 


of the bureau. 
For use with these price compilations, 
a bulletin is issued simultaneously which 


is devoted to an analysis and 
discussion of the reliability 
and adequacy of these farm 
price data. Both the strong 
points and the limitations of 
the data are pointed out. 
The prices of the more im- 
portant farm produets are 
shown to be based on a suffi- 
cient number of reports to 
render them reasonably stable 
and reliable, and even with 
the minor p_ ‘ucts, the data 
afford value — information as 
to the gene rend of prices 
over a p of a year or 
mcre eneral confidence 
in iarm price data of 
.cpartment is shown to 
have sound foundation in 
practical use and theory. 


Statistics Made Available 

The very comprehensive 
statistics that have always 
been compiled in the Bureau 
relating to the area, pro- 
duction, yield, value, prices, 
and movements of the chief 
farm which 
have basis 


commodities, 
served as a 


for much research, are now worked up 
into suitable shape for outside use and 
are being published as commodity statis- 
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HE seat of our 
national wealth 
continues to be agri- 
culture. Agriculture 
is also the basis of 
community wealth. 
The progressive 
local banker builds 
local farming by pre- 
cept and example. 


INTERNATIONAL HARVESTER COMPANY 


606 So. Michigan Ave. of America 


(Incorporated) Chicago, Illinois 


Excerpts from a letter — 


one of a strong and practical series issued to farmer cus- 


tomers by the First National Bank of Tahlequah, Okla. 


Dear Sir: August 30, 1927 
The officers and directors of the First National Bank of 


Tahlequah have always advocated diversified farming as 
security against crop failure. 


The primary aim of the farmers is not only to make a liv- 
ing for themselves but to produce crops in such quantity 
that a surplus may be raised and marketed hoping thereby 
to realize a profit. The major crops in Cherokee County, for 
the past, consist of wheat, oats, corn and cotton. These crops 
oftentimes pay, but more often they do not. This year we 
have seen disappointment to the oats and wheat grower and 
the outlook for cotton is about the most distressing that our 
farmers have ever experienced. Corn is about the only crop 
apparently that will yield anything like a satisfactory return. 


Some farmers may not be able to meet their store accounts 
this year due to the generally poor propects for cotton. From 
every indication the cotton crop is going to be the smallest 
in years although the price indications are encouraging. It 
is not too soon for each and every farmer in Cherokee County 
to consider seriously his situation and endeavor to make 
some plans that will enable him to hold on to his posses- 
sions. That is, keep such part of his live stock, especially his 
milk cows and young cattle, brood sows, and hogs, because 
they are the soundest and best investments on the farm. With 
abundant forage crops of all kinds and perhaps the biggest ° 
crop of corn raised in years, the farmer with cattle and a few 
brood sows, properly handled, will turn into a prosperous 
condition in the near future. 


We unhesitatingly recommend the purchase of cream sep- 
arators even though you are milking but two cows. By doing 
this it will soon be discovered that cows are.a paying invest- 
ment onthe farm, affording food forthe family and will produce 
a cash income every week in the year. Then more milk cows 
will be added and full use of the cream Separator realized. 


The First National Bank of Tahlequah is ever alert to aid in 
the development of this county and we shall deem it a pleasure 
to have you consult us at any time. We shall be glad of the op- 
portunity to lend every encouragement necessary in aiding the 
farmers of our county to get upon asound basis and to followa 
safe policy. Very respectfully, D. O. SCOTT, President. 


McCORMICK-DEERING 


Farm Operating Equipment, Sold and Serviced Through 92 Company-Owned 
Branches and 13,000 McCormick-Deering Dealers in the United States. 





Mr. Roy Woodruff of Sullivan, Illinois, an enthusiastic power farmer, is substituting improved farm 
machines for hand labor wherever possible. He is shown at the wheel of the McCormick-Deering 15-30 


Tractor, which is hitched to 


No. 8 power-drive McCormick-Deering Harvester-Thresher. This modern 


method of combined harvesting and threshing is saving the farmers 20 cents per bushel over the usual 
methods in the harvesting of grain. 
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A Specialized Service 


for Banks and Bankers which is the result of 
more than sixty years of experience is offered by 


The First National 
Bank of Chicago 
and the First Trust 
and Savings Bank 


and provides complete facilities for active and 
inactive accounts, collections, bill-of-lading 
drafts, investments, letters of credit and foreign 


exchange transactions. 


FRANK O. WETMORE 
Chairman 


MELVIN A. TRAYLOR 
President 


Combined Resources exceed $450,000,000.00 


Puts Joy in Living 


has tens of millions of 


readers 





tical bulletins. Extensive statisties re- 
lating to the history and status of co- 
operation among farmers are also being 
published. 

Another line of work which is gradu- 
ally placing results in the hands of many 
who are eagerly awaiting them, but 
which necessarily progresses slowly, is 
the compilation of a series of authorita- 
tive indexes to the sources of state agri- 








cultural statisties. 


Demands on state workers and state 


institutions for such statistics for 
earlier years have frequently led to 
much confusion as to which of 


various series of data should be used, and 
to the discovery of bad gaps in existing 
files of statistics. To meet these em- 
barrassing situations, several agricul- 
tural librarians of the country, led by 
the librarian of the Bureau of Agricul- 
tural Economies, who was also chairman 
of the Agricultural Libraries Section of 
the American Library Association, are 
undertaking not only to list the sources 
when the statisties for the state under 
study ean be found, but also to index 
these statistics, subject by subject and 
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commodity by commodity, and to point 
out omissions and to indicate secondary 
sources, 

Such a book in mimeographed form 
has been completed for Alabama, one is 
nearly ready for Oklahoma, and work 
is progressing for California. Usually 
the state furnishes a trained library 
worker who cooperates with the bureau 
librarian in doing the work. Minnesota, 
Montana, New Jersey, New York, North 
Carolina, Vermont, and Virginia, are 
among the several states that have asked 
to be considered soon, and some work has 
already been done for Idaho and Oregon. 
The response to this work is the familiar 
and stimulating kind which takes the 
form of demanding more. 

Closely related to this work is the 
bibliographical service rendered by the 
bureau library to the publie at large. 
During the past year or two, extensive 
economic bibliographies have been issued 
on such subjects as the world food sup- 
ply, government control of export and 
import in foreign countries, and price 
fixing by governments from 424 B. C. to 
1926 A. D. This last was awarded the 
Oberly memorial prize for the best bibli- 
ography in the field of agriculture or 
related sciences, a prize which is awarded 
biennially. 


Economic Charts Reproduced 


Believing that many of the charts made 
for bulletins and lectures could have a 
much wider usefulness, a service has 
been developed through which all charts 
have permanent value, or have fairly 
wide application, are now reproduced in 
photographs and supplied at cost. 

This service has proved popular with 
many classes of workers and students. 
Mimeographed indexes of these charts 
tell how to order. Series of charts (or 
single items from the series) can be sup- 
plied or agricultural cooperation; farm 
credit, insurance, and taxation; price 
and analytical charts; farm population 
and rural life; farm management and 
costs; climate, soils, and physiographic 
charts; land economies; and on the lead- 
ing farm commodities. 


Land Facts in Demand 


Basie data collected in connection with 
studies on land economies are in great 
demand, and here the banks are among 
the most insistent and appreciative users. 
When the preliminary statement of the 
changes in value of farm real estate in 
the United States from 1920 to 1925 
was issued, the demand from joint stock 
land banks was so great that a new 
edition had to be run especially for them, 
and interest from other quarters was 
only a little less acute. 

This broad concern with farm real 
estate values caused the bureau to de- 
cide upon annual surveys of the farm 
real estate situation, for, in the violent 

(Continued on page 77) 
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i Absolutely secure! 


The BLUE BOOK’S bond backs your choice 


One of your bank’s depositors 
asks your advice about a debt hard 
to collect—a note by a party who 
has moved to another town. 

You consult your latest copy of 
Rand M€Nally Bankers Directory. 
Here in the debtor’s own town you 
find listed an attorney who special- 
izes in collections for out-of-town 
clients. Your client can deal with 
him in perfect security because he 
is bonded—by the American Surety 
Company of New York. The Blue 
Book contains full instructions. 
Special coupons simplify the serv- 
ice. Here is but one of the many 
unique ways in which the Blue 
Book helps you daily. 

You will find the Blue Book in 
use in the majority of banks, in 
law offices, corporations and busi- 
ness houses of all kinds. Since 1871 
it has been accepted as the chief 
authority for all current banking 
information and statistics. 

Plan now on having a copy of 
the forthcoming January issue re- 


RAND MSNALLY & GoMIPANY 


Dept. N-12 
536 S. Clark Street, Chicago 


Washington San Francisco 


Largest Publishers of Banking Publications in the World 
Official Numbering Agent, American Bankers Association 


ESTABLISHED 1856 


270 Madison Avenue, New York 


served for you. Every March and 
September the Blue Book is printed 
and mailed--to subscribers only. 
Strict economy in handling upwards 
of 200,000 revisions in each issue 
necessitates printing only enough 
books for actual orders. Send in 
your reservation today, and along 
with your receipt we shall be glad 
to send you information about 
Rand M€Nally’s complete bank 
service. 





«. 


Los Angeles 





Gee cascnacnsase sees saen ewer ern 


Rand M°Nally & Company, Dept. N-12 
536 8. Clark Street, Chicago 
Please send me complete information about the following checked (x) 
for your attention: 
( ) Bankers Directory 
( ) Bankers Monthly 
( ) Bankers Service Bulletin 
( ) Bankers Service Guide 





Make use of this 
complete bank service 





*The Bankers Monthly—The Magazine 
for Bank Executives. Covers every phase 
of bank management and development. 
Send for introductory copy, free. 


*The Bankers Service Bulletin—A month- 
ly magazine devoted to bank equipment 
and supplies. : 


*The Bankers Service Guide—How and 
Where to Buy. A conveniently indexed 
and permanently useful reference book. 
Cloth bound, $1 postpaid. 


Key to the Numerical System of the 
A. B. A.—Official publication of the 
American Bankers’ Association. Cloth 
bound, $2.50 postpaid. 


Banking and _ Business Ethics. — By 
W. E. Borden and Cyrus Lauron Hooper, 
$1.35 postpaid. 


How Banks Increase’ Their Business.— 
By G. Prather Knapp. 326 pages, cloth, 
$5.00 postpaid. * 


> 


*Advertising in these publications as well 
as in the Bankers Directory (Blue Book) 
reaches a responsive and responsible list 
of interested readers and buyers. Full, 
half and quarter pages are available. 


The Bankers Directory offers the fur- 
ther advantage of special listing in its 
classified columns. By taking extra space 
and special type faces, it is possible for 
banks to give complete personnel and 
service, demonstrate growth and empha-- 
size past record. 

Business men and investment houses 
all over the country know that Bankers 
Directory advertisers are aggressive, help- 
ful banks and consequently give them 
more business. 

It will pay you to obtain complete 
information. Write for rate card. 


HAVE YOUR SECRETARY 
MAIL THIS 


( ) Key to A.B. A, System 

( ) Banking and Business Ethics 

( ) How Banks Increase Their Business 
( ) Maps for Bankers 


TT Te 
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GEORGE W. WILSON NEW 
PRESIDENT OF MERCANTILE 
TRUST 
Following the death of Festus J. Wade, 
president of the Mercantile Trust Co. 
of St. Louis, George W. Wilson, who 
was one of the found- 
ers of the bank, was 
eleeted president. 
Mr. Wilson and Mr. 
Wade were close 
friends in boyhood 
and were always as- 





sociated in business. 
Mr. Wilson has been 
vice president of the bank for almost 
a quarter of a century. 


Geo. W. Wilson 


MOREHOUSE HONORED 


The executive committee of the Sav- 
ings Bank Division of the American 
Bankers Association honored W. R. 
Morehouse who served as president of 
the division last year by presenting him 
a “certificate of deposit” worded as fol- 
lows: 


CLEVELAND 


is the financial heart of 
the Fourth Federal Re- 
serve District. You want 
the best in banking 
service here. 


THE MIDLAND invites 
your consideration of its 
qualifications as a corre- 
spondent and depository. 


MIDLAND 
BANK 


WILLIAMSON BUILDING t 
CLEVELAND, OHIO wa 
a0000 Wy, 

















Se 











“Recognizing the merit of the award 
of the degree of Master of Business Ad- 
William Russell More- 


house, president of the Savings Bank 


ministration to 


Division, American Bankers Association 
the University of Southern Cali- 
fornia for distinguished services in the 


by 


field of banking, the members of the ex- 
ecutive committee of the Savings Bank 
Division, desire to express their high ap- 
preciation of his work in the interest of 
all those who seek to improve their posi- 
tion and to achieve financial independ- 
ence through thrift. 
constructive services in combating fal- 


His eminent and 


lacious advertising, in inspiring a high 
hope of accomplishment, and encourag- 
ing initiative among all people, rank 
him as a distinguished American.” 


NEW CHAIRMAN FOR CITIZENS 
NATIONAL OF LOS ANGELES 


The board of directors of the Citizens 
National Bank of Los Angeles, elected 
M. J. Connell chairman of the board, 
and Clark J. Bonner a director, Mr. 
Connell succeeds the late J. Ross Clark 
who was for 30 years a director of the 
bank. 

Mr. Connell is an outstanding figure in 
the business life of Los Angeles, owning 
and operating seven large steel-and-con- 
crete buildings valued at over $3,000,000 
and forming the center of the wholesale 
dry-goods and allied industries. 


F. G. FILLMAN NOW WITH 
UNION TRUST OF DETROIT 


Forrest G. Fillman, former cashier of 
the Continental Bank, has accepted a 
position in the new business department 
of the Union Trust 
Co. of Detroit. Mr. 
Fillman will special- 


ize in investment 
trusts. He is par- 
ticularly fitted for 





this braneh of serv- 
ice by reason of his 
long experience in 
investments, credits, and in his man- 
agerial work as state manager for the 
hond company of Tillotson & Wolcott of 
Cleveland. 


F. G. Fillman 


Mr. Fillman is well-known to all of 
the banking fraternity of Detroit. In 
addition to his other connections, he was 
in charge of the new business work for 
the First National Bank for several 
years. 













NEW PRESIDENT OF 
NATIONAL PARK BANK 


Charles 8. MeCain was recently elect- 
ed president of the National Park Bank 
of New York City. He succeeds the 
late John H. Fulton. 


In selecting Mr. 
McCain it. was an- 


nounced that the di- 
rectors desired an 
aggressive campaign 
for building up the 
bank and it is be- 
lieved that Mr. 
McCain is the type of man who will 
earry out this plan. The bank is 79 
years old and it is said to have one of 
the largest lists of out-of-town bank 
customers in New York. 





Chas. S. McCain 


NATIONAL BANK OF 
REPUBLIC ELECTS LONDON 
REPRESENTATIVE 


Another indication that Chicago is 
fast becoming one of the large financial 
centers of the world was brought to light 
by the announcement of The Nationa! 
Bank of the Republie that Arthur Pack- 
ard, one of the best known financial men 
in London, was elected to an important 
official position in the Republic Bank, 
in London. 

“We feel very fortunate in being able 
to add to our organization such a man as 
Mr. Packard, who has had such a broad 
international banking experience,” said 
George Woodruff, vice-chairman of The 
National Bank of the Republic, in mak- 
ing the announcement regarding Mr. 
Packard’s appointment. 


SHAWMUT OFFICERS GO 
TO EUROPE 


George E. Pierce, vice president of 
the National Shawmut Bank of Boston, 
and William J. Hartney, assistant man- 
ager of the foreign department recently 
visited most of the countries on the con- 
tinent. 

The trip was entirely a business one 
in connection with the rapidly increasing 
business of the foreign department of 
the Shawmut Bank. 
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EQUITABLE ADDS TO SURPLUS 
AND ELECTS CLARKSON COWL 
& JOHN C. MARTIN 


The board of trustees of The Equitable 
Trust Co. of New York, transferred $2,- 
000,000 from undivided profits to the 
company’s surplus account. This gives 
the company a total capital and surplus 
of $50,000,000; capital is $30,000,000 and 
surplus $20,000,000; undivided profits 
are $4,430,000. 

At the same meeting, two trustees 
were elected: Clarkson Cowl and John 
C. Martin. Mr. Martin is vice president 
and general manager of the Curtis Mar- 
tin Newspapers, Ine. This organization 
owns the Philadelphia Publie Ledger and 
the New York Evening Post. Mr. Mar- 
tin is also a director of the Curtis Pub- 
lishing Co., the Land Title and Trust 
Co. of Philadelphia and the Union Na- 
tional Bank of Philadelphia. 


INTERSTATE TRUST CO. 
ESTABLISHES NEW RECORD 


Coincident with the celebration of its 
first anniversary the Interstate Trust 
Co. of N. Y. established a new record 
for growth in the history of American 
banks and trust companies. 

Between Oct. 14, 1926, when the trust 
company first opened its doors for busi- 
ness, and Sept. 30, 1927, the date of the 
last official call, Interstate Trust recorded 
an increase of 833 per cent in deposits 
and 400 per cent in resources. This 
record growth is unparalleled by that of 
any banking institution in the country. 


ST. LOUIS UNION TRUST 
ELECTS TWO VICE 
PRESIDENTS 


The St. Louis Union Trust Co., af- 
filiated with the First National Bank in 
St. Louis, elected John R. Shepley, and 
Erastus Wells, vice presidents. 

John R. Shepley was assistant vice 
president of the First National Bank, 
and Erastus Wells, was vice president 
and secretary of the Liberty Central 
Trust Co. 


E. G. MILLER ELECTED TO 
CALIFORNIA TRUST 
DIRECTORATE 


Edgar G. Miller, treasurer of the 
Southern California Edison Co., was 
eleeted a director of the California Trust 
Co. recently. California Trust Co. is 
owned by California Bank and is one 
of the few trust companies doing ex- 
clusively a trust business. 

The personnel of the California Trust 
Co. board of directors includes several 
young and active business men who have 
made their mark in the financial field and 
this board is looked upon as one of 
marked energy. 


Ne 
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New Auilliiion 
Plus Seasoned Experience 


OR years the leading bank in a 

small city of the Southwest had 
operated successfully under a presi- 
dent known for his experience and 
conservatism. At the same time, how- 
ever, the directors of the bank looked 
with concern upon the time when 
the president should retire, and his 
son,a man still in his thirties, should 
assume the management. 


The younger man anticipated this situ- 
ation, and discussed the matter with 


1869 


FREDERICK H. RAWSON 
Chairman of the Board 





this Bank, which had always served 
them as Chicago correspondent. Upon 
our advice he undertook a course of 
practical training which would give 
him a thorough grasp of modern bank 
management and the fundamentals of 
good banking. Earlier than he had ex- 
pected, the president found it possible 
to retire to the chairmanship; and with 
new ambition plus seasoned experi- 
ence at the helm, the institution has 
made remarkable progress in its field. 


1927 


Harry A, WHEELER 
President 


Craic B. HazLEwoop 
Vice-President 


UNION TRUST 
COMPANY 


CHICAGO 





Ask YOUR ADVERTISING Plan 
These Seven Questions: 


(1) Does it reduce the cost of getting New Accounts? 
(2) Does it increase the number of New Accounts? 
(3) Does it make REGULAR depositors of those who open 


New Accounts? 


(4) Does it increase the amount and frequency of deposits in 


OLD Accounts? 


(5) Does it increase business in any or all departments of the 
Bank which can be presented profitably to the masses? 
(6) Does it dominate the Bank’s territory with general pub- 


licity on behalf of the Bank? 


(7) Does it create Goodwill among employers who like to have 


banking recognized? 


If THE ANSWER isn’t SEVEN YESSES, there’s a PLAN that can say 
‘YES!’ to all seven and PROVE each one:—Send and see for yourself! 


y M. REE pH 


& Banker Associates 


CHICAGO 


Readers will confer a favor bu mentioning THE BANKERS MONTHLY when writing to our advertisers 
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THRIFT WEEK IS 
JANUARY 17 


The average wage in America is said 
to be $5.60 per day as against $2.28 in 
England, $1.55 in Germany, $1.24 in 
France, $.96 in Italy. 

Also the average weekly movie au- 
dience in the United States is estimated 
at 130,000,000 or more than the total 
population of the country. 

A million pennies are fed into vend- 
ing machines each day by American citi- 


Have you ever had occasion roa 


The huge national debt could be paid 
to write to your city correspondent thus: off in 20 years with the money handed 
over annually by the American “invest- 
€ It might interest you to know that since we ing” public to stock swindlers. 
adopted your Advertising and New Busi- Also the people of these United States 
ness Service two weeks ago, we have secured actually save a lot of money which goes 
close to five hundred new Savings Accounts. 99 into reliable financial institutions. But 


the amount is not large enough, not by 
° any means, 
The above is quoted from a letter recently re- 


. . There are plenty of mediums avail- 
ceived from one of our Mid-Western corre- : I : ‘ 4 

able which are at work helping to grease 
the skids which let hard earned dollars 
nor is it the result of an unusual situation. It easily slip off into oblivion. There are 


is merely further evidence of the extent to not so many constructive agencies which 
: : are on the job to inspire a better use of 
which we go to be of real and constructive pthesreh. I 
: d villian | a person’s income. 
rres' e eo An - + . *o . 
ene = ven es The National Thrift Movement of the 
dressed to our Service Department will bring Y. M. C. A. is one of the constructive 


spondents. This is not a mere“ happenstance,” 


detailed information on how we can assist you forces which for a deeade have had an 
to increase your business and step-up earnings. honorable career in the interest of a bet 





ter undersanding on the part of average 
individuals as to the wise use of money. 


The Natio 1 Bank of the Foremost among those who have ¢o- 


operated in the annual observance of 
RE EE U B LI C Thrift Week has been the banking fra- 
-* OF CHICAGO -- ternity. 
Office of New York Representative, No. 1 Wall Se. In January 1928 the week will be 
Office of Pacific Coast Representative, Citizens National Bank Bidg., Los Angeles 


Joun A. Lrnc=. Chairman of the Board ‘s iin 29 at 4 <T' . » 
in ies | aeacintiens Cede January 17—National Thrift or Bank 
H. BE. Orre, President Day 


celebrated as follows: 


January 18—Natienal Budget Day 

January 19—National Life Insurance 
Day 

January 20—National Own Your 
Home Day 


January 21—National Pay Bills 
Promptly Day 


January 22—National Share’ with 
FIXTURES Yy Others Day 


For sale cheap; thirty-two feet of January 23—National Safe Invest- 
mahogany bank screen, complete 
with counters, wickets, grilles, fifty ; 
feet of office partition, tubularbronze The ten steps to financial suecess on 
gate, two eight-foot check desks, ‘*All works of taste must bear a price 
etc. Cost $4,000, used five years. in proportion to the skill, taste, time, . s 
Send for photographs, blue prints expense and risk attending their in- . Work and Earn 
and price for immediate delivery. eee epee esr en —— . Make a Budget 
called dear are, when justly estimated, an We — 
TILGHMAN MOYER co. the cheapest. They are attended with : Ys : a d ee re t 
anaes much less profit to the artist than _ ee 8 oe aa 
those which everybody calls cheap. . Carry Life Insurance 
Beautiful forms and compositions are . Own Your Home 
PATENTS not made by chance nor can they ever, Make a Will 
in any material, be made at small ex- a 


Business from non-resident attorneys and pense. A composition for cheapness . Invest in Safe Securities 
banks especially solicited. Highest references; and not for excellence of workman- 9. Pay Bills Promptly 
best services. Attorneys and bankers having A * 


clients who wish to patent inventions are in- ship, is the most frequent and certain 10. Share with Others 

vited to write for full particulars and terms. cause for the rapid decay and entire . = 

WATSON E. COLEMAN, Patent Lawyer destruction of arts and manufacture.” The slogan is “For Suecess and Hap- 
724 9th Street, N. W., WASHINGTON, D. C. —John Ruskin piness.” 


ment Day 


which this Program is based are: 
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An Unusual Series on Bank 
Management— 


MORE FROFITS per Customer 
LESS EXPENSE per Operation 
NEW KINDS of Profitable Service 


HESE are the main aims of Bank 

Management as defined by H. N. 
STRONCK, bank management engi- 
neer, special counsel on Administrative 
problems to the Comptroller of the 
Currency and for recent years a spe- 
cialist for large and small banks on 
management problems. , 







































































Where to look for opportunities to 
save and to make money in your bank 
and what to do when these are found, 
will be pointed out in a series of articles 
by Mr. Stronck commencing in the 


January BANKERS MONTHLY. 






























The New York Trust Company 


Offers These Services to 
Banks, Corporations and Individuals 


FODERN, comprehensive 
H commercial banking facili- 
ties, and a highly developed 
credit information service available 
to customers— 





Foreign credit information, current 
data on foreign markets and trade 
opportunities, and other special con- 
veniences for those snpaeiia foreign 
trade— 


Exceptional facilities for the admin- 
istration of personal and corporate 
trusts, developed through long -ex- 
perience covering the entire field of 
trust service. 





























two years $7.50. 











TROWBRIDGE NOW 
PRESIDENT OF FRANKLIN 
SAVINGS OF NEW YORK 


James R. Trowbridge was elected 
president of The Franklin Savings Bank 
to succeed Ernest K. Satterlee who re- 
cently resigned. Mr. Trowbridge began 
his business career in the commercial 
field. Later he spent several years in 
Mexico and Cuba, coming to New York 
in 1906 where he was connected with the 
Astor Trust Co. and later with the Bank- 
ers Trust Co. He become connected 
with The Franklin Savings Bank in 1918 
and has heretofore been vice president 
and comptroller. 


FRED B. FRANK JOINS 
T. HARRIS SMITH 


Fred B. Frank, notably successful as 
a representative of the banking division 
of the National Cash Register Co., has 
joined the organization of T. Harris 
Smith & Co., bank deposit builders, Chi- 
cago. He will represent them in Chi- 
cago and adjacent territory. 


Edward L. Robinson is now president 
of the Eutaw Savings Bank of Baltimore, 
Maryland. 


Dr. C. C. Moore has been elected 
president of the First National Bank of 
Itta Bena, Miss. 





Don’t miss this unusual contri- 
bution to Scientific Banking. 


Subscribe today for every execu- 
tive in your bank. One year $5.00, 


| 





The New York Trust Company 


Capital, Surplus and Undivided Profits $32,000,000 


100 Broadway 


57th St. & Fifth Ave. 40th St. & Madison Ave. 





BANK HOLDS HARVEST PARTY 






























































Harvest party held by the Fellowship Club of the Guardian National Bank of 
Chicago. 


The Fellowship Club of the Guardian 
National Bank of Chicago consisting of 
employes, held a harvest and Halloween 
party in the main banking room at 
which the officers and directors were 
guests. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


The room was artistically decorated in 
keeping with the season. Dinner was 
served in an adjoining room followed by 
entertainment. This plan has proved to 
be a valuable means in developing 
loyalty. 





SWEDEN NOW AN INVESTOR NATION 


A favorable trade balance; increased economic stability; larger 
industrial production, and a high volume of exports have en- 
abled Sweden to accumulate sufhcient funds to invest abroad 


T is good news to hear that Sweden 

is again in the investor nation class. 

Reports show that her investments 
outside of Sweden in the first six months 
of 1927 amounted to nearly as much as 
the whole of 1926, and when a year’s 
totals are available, the gain will prove 
to be unusually im- 
portant. 


ing 1922 was 48,600,000 crowns; in 1923 
it was $50,500,000 crowns; in 1924 it 
was 42,400,000 crowns; in 1925, 55.400,- 
000 crowns; in 1926, 102,100,000 crowns, 
and in the first six months of 1927, it 
was 102,000,000 crowns. 

The investments of Sweden seem to be 





The factors lead- 
ing up to this situa- 
tion were brought by 
an output both in 
volume and value in 
1925 which was 
greater than the re- 
cord figures of the 
war year, 1916. This 
high level of produc- 
tion has been con- 
tinued and has 
brought about a sur- 
plus of funds that 
had to seek invest- 
ment outside of the 
country. 

Both imports and 
exports have in- 
creased. But the 
greater increase in 
exports returned a 
surplus of 10 mil- 
lion crowns for the 
first eight months of 
1927. When you compare this with an 
unfavorable balance of 80 million crowns 
in 1926, the importance of this situation 
is apparent. 

Industries are in a thriving condition 
An exception is the important industry 
of pulp and paper. This has suffered 
somewhat from an over-produced market 
which, of course, has lowered prices. 

As an illustration of the security mar- 
ket situation at present, consider these 
figures: Sweden’s export of capital dur- 


larger in England than in France, dur- 
ing the years 1914 to 1922, but in 1925 
and 1926, Swedish capital came to 
America in increasing amounts. It must 
be remembered however, that a large per- 
centage of the European loans were 
floated through American banks during 
those years, and Sweden’s funds that 
came to the United States were quite 
likely for investing in bonds of European 
origin. 

Swedish banks report growing depos- 


its, decreased loans and discounts, and 
bank eredits abroad well maintained. 


MARKED PROGRESS IN 
EUROPEAN RECOVERY 


Paul M. Warburg, chairman of the 
International Accept- 
ance Bank returned 
from Europe after 
an absence of 2% 
months. He visited 
England, Franee, 
Holland, Germany 
and Austria. 

Commenting upon 
conditions abroad Mr. 
Warburg said: “Dur- 
ing the two years I 
had not seen Europe 
there has, no doubt, 
been a marked pro- 
gress in her recovery. 
There is, however, a 
distinct feeling of 
discouragement over 
there, partly because 
there is still so long 
a stretch to be cov- 
ered, and partly be- 
cause the old world, 
in spite of its ad- 
vanee, feels that it is 
constantly losing 

ground in its effort to catch up, or at 
least to keep pace with us. 

“The question most frequently put to 
an American abroad is: ‘How long is 
your prosperity going to last?’ and in 
this question there lies an equal fear 
that it might continue too long, as well 
as that it might come to a sudden end 
beeause at present Europe’s own stab- 
ility and progress is: closely linked up 
with ours.” 
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NEW FEDERAL SERVICES FOR 
BANKER AND FARMER 


(Continued from page 70) 


price changes of the last deeade, the 
question of farm real estate values and 
farmer’s commitments therein have 
played an important part. 

Comprising from two-thirds to four- 
fifths of the average farmer’s total eapi- 
tal investment, his farm real estate forms 
his largest single commitment. Upon 
its value he expects an adequate return, 
it forms the security for most of his 
borrowings, and it is the basis upon 
which he is assessed for the great bulk 
of the taxes he pays. Thus the question 
is important to the owners of more than 
6,000,000 farms. 

Moreover, the activities of financial 
institutions, of agencies involved in the 
purchase and sale of farms, and of 
other interests which directly or in- 
directly are vitally concerned with farm 
real estate values bulk large in the Na- 
tion’s total business. 

Finally, an item which aggregated 
some $50,000,000,000 in value in 1925, 
and in 1922 was estimated to include a 
seventh of all the country’s wealth, is a 
matter of no small economie and social 
significance. 



















Westminster Bank Limited 





AN ENGLISH BANK preserving an English tradition 
throughout a system of over 900 branch offices, and 
represented in every banking town in the world. 
Vast resources combined with nearly a century’s 
















accumulated experience equip it for the character- 
istic service it places at its customers’ disposal. 


Authorised Capital: $165,000,000 
\$5=£1) 


















New York Representative 
C. M. PARKER, 68 WILLIAM STREET 


HEAD OFFICE: 41 LOTHBURY, LONDON, E.C.2 














Facts on Farm Sales 


In addition, the bureau has begun to 
give out figures indicating the varying 
degree in which different states have 
seen changes in farm ownership through 
various types of transfer, such as fore- 
closures of mortgages, bankruptcies, de- 
faults of contracts, and transfers to 
avoid foreclosures but not forced sales 
for taxes. 

Similar data as to rates of change in . 
ownership will hereafter be published an- 
nually with estimated average values, 
average prices of reported voluntary 
sales, the trend in land‘ earnings, and 
other significant and related information. 

Only outstanding recent developments 
in agricultural economic services are 
outlined here. The information work- 
ers of the bureau are not unlike the pro- 
verbial general utility merchants of the 
old days, who might not be interested in 
displaying their wares to the best ad- 
vantage, who were neither showmen nor 
salesmen as we now understand those 
terms, but who were usually able to 
bring forth, on demand, whatever their 
customers really needed, for the bureau 
aims to act as a center or clearing house 
for both basie and current economic in- 
formation as it relates to agriculture. 
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Complete facilities 








for financing all 










types of interna- 
tional transactions 








in dollars cr foreign 









currencies. .. .. 













INTERNATIONAL 
ACCEPTANCE BANK, Inc. 










Charles S. MeCain has been elected 
president of the National Park Bank of 
Chicago. 
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LIMITED 


MEMBERS OF THE LONDON BANKERS CLEARING HOUSE 


GOVERNING OFFICE - MANCHESTER 


193 Branches in London, Lancashire, Yorkshire, Cheshire, 
Derbyshire, Staffordshire and North Wales 


COMMERCIAL CREDITS ARRANGED 


The Bank is prepared to act as Agents 
for American Banks on agreed terms 


Foreign Depts. { 


20 BIRCHIN LANE, LONDON E.C.3 
AND MOSLEY ST., MANCHESTER 


A Complete Banking Service 


The Midland Bank offers exceptional facilities for the transaction 
of banking business of every description. Together with its 
affiliations it operates nearly 2400 branches in Great Britain 
and Northern Ireland, and has agents and correspondents in 
all parts of the world. The Bank has Offices in the Atlantic 
Liners Aguitamia, Berengaria and Mauretania, and a foreign 
branch office at 196 Piccadilly, London, specially equipped for 
the use and convenience of visitors in London, 


MIDLAND BANK 


LIMITED 
HEAD OFFICE : s THREADNEEDLE STREET, LONDON, E.C.2 


Affiliated Banks: Belfast Banking Co. Ltd., Northern Ireland; The 
Clydesdale Bank Ltd., and North of Scotland Bank Ltd., Scotland. 


“How frequent fine words go by 


post in frayed envelopes.” — 
PETER HECO 


1928] 


“ARGENTINE BENEFITS BY 
GOLD STANDARD 


After making a study of the situation 
in the Republic of Argentine, South 
America, The Federal Reserve Board re- 
cently declared that this South America 
nation’s gold position is greatly strength- 
ened as a result of the return to the gold 
standard after 13 years. Gold began to 


NEED ENVELOPES? 
WRITE HECO—CHICAGO 


Reed 
Master-mass 
Plan 


flow toward Argentine almost immed- 
iately. Some came from England and 
some from New York and some from 
South Africa. This will be good news 
to all industries contemplating dealing 
with this nation. 


Sam Samuels has been elected presi- 
dent of the American Union Bank. The 
bank has resources of $18,000,000. Main 


office is at 8th Avenue and 37th Street 
and has branches at Broadway and 21st 
Street and 2nd Avenue and 83rd Street. 
Mr. Isidor Lauterstein succeeds Samuels 
as first vice president and Benjamin 
Titman has been elected second 
president.” 


vice 


CHICAGO BANKERS START 
COOPERATIVE ADVERTISING 
CAMPAIGN 


The Chicago and Cook County Bank- 
ers Association composed of banks lo- 
cated outside the loop of the Chicago 
district is conducting an intensive daily 
newspaper campaign of propaganda in 
behalf of the outlying or neighborhood 
banks. The preliminary campaign covers 
a period of six months, during which 26 
pieces of copy, one a week, will appear 
in each of the seven daily newspapers of 
Chieago. A schedule has been worked 
out which will result in one advertisement 
appearing in at least one daily news- 
paper every day, except Sunday. 


HOW TO CHOOSE A NAME 
FOR YOUR BANK 


(Continued from page 28) 
Chase, Washington and others. I think, 
however, it is quite clear that no one is 
going to deposit any money in a bank 
because of George Washington. Nor 
are they going to deposit because Chase 
was a secretary of the treasury nearly a 
century ago, when most of them could 
not name the last three secretaries of 
the treasury. 

It is also quite true that no matter 
how idealized the Immortal Lincoln may 
be, he can hardly be conceived, after 
these many years, to be a magnet for 
drawing business. 

The only value such a title has is that 
the picture of the patriot, together with 
his sage or wise sayings, may be used 
for advertising purposes. 

It may be said in passing that a ques- 
tion of good taste may be involved in 
using the name of a man like Lincoln 
and his sayings and doings purely as a 
matter of advertising and personal profit 
rather than as an inspiration. But 
common practice and custom have prob- 
ably sanctioned it by this time, and such 
names are being used for all types of 
business. 

There is another class of names that 
is very popular, like Equitable, Fidelity, 
Guaranty and so on; indicating that the 
bank is a complete guaranty to its deposi- 
tors, or that it would be faithful to its 
trust, or deal equitably with everybody. 

I question, however, whether this 
brings a single depositor to a bank, be- 
cause all banks must do these things or 
they could not exist; and besides, no one 
is so innocent as to believe that any par- 
ticular bank has a monopoly of these 
virtues to the exclusion of all others, and 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 





» a 


put 
»b- 
ich 


of 


hat 
ity, 
the 
psi- 
its 
dy. 
this 
be- 
; or 
one 
yar- 
nese 
and 


BANKERS MONTHLY for DECEMBER, 1927 


INDEX TO 
ADVERTISERS 


A 


American Express Co. : 7 
Atlantic National Bank, Boston. . Front inside cover 


B 
Bankers Development Corp. 39 
Bell Telephone Securities Co 64 
Bond-Hubbard Co. 54 


«Cc 
Chemical National Bank, New York 
Chicago Trust Co... , 
Classified Advertisements 
Coleman, Watson, E. 
Collins Service 
Cont. & Com’! Nat. Bank, Chicago 


D 
Davenport-Taylor Mfg. Co. 
Diebold Safe & Lock Co. 
Downey Co., C. L... 


E 
Equitable Trust Co., New York 


F 
Fidelity Trust Co., Detroit 
First National Bank, Chicago 
First National Bank, Detroit 
First Wisconsin National Bank, Milwaukee 
Foreman National Bank, Chicago 
Franklin Studios, Ine... . ‘ 


G 


General Motors Accept. Corp. . 
Guardian Detroit Bank, Detroit. 


Hopkins & Dentz 


Illinois Merchants Trust Co., Chicago 
Indiana Limestone Co 

International Accept. 

International Harvester Co. 


L 


Lawrence Warehouse Co. 


Marine Trust Co., Buffalo 
Midland Bank, Cleveland 
Midland Bank, Ltd., London 
Mills-Broderick Co 


Nat'l Bank of Commerce, St. Louis, Inside back cover 
National Bank of the Republic, Chicago - 74 
National City Co..... Sceee 63 
National Safe & Lock Co. 32-33 
National Service Bureau of New York, Inc 36 
New York Trust Co ire ae 


Pacific Seaboard Corp... .. . .. 65 


R 
Rand McNally & Company 


Safety Corp... a 

St. Louis Bank Bldg. «& Equip. Co.. 

Sargent & Greenleaf, Inc... .. Z 
Security Trust & Savings Bank, Los Angeles 
Shaw-Walker... . Back cover 
State Bank of Chic ago ae he oa ae 


Tilghman Moyer Co......... Are 53-74 
Todd Co Seas we pin 29 


Uffinger, Foster and Bookwalter, Inc. 
Union Trust Co., Chicago wld 
Union Trust €o., Cleveland... . 

Union Trust Co., Detroit 


Ww 
Weary & Alford Co. 
Westminster Bank, Ltd. 
Williams Deacons Bank, Ltd. 
Wilson Corp., J. G.. 4 


Y 
Yale & Towne Mfg. Co. 


Yawman & Erbe Mfg. Co............Opp. page 2é 





certainly not just because it says so in 
its name. 


Names That Attract Foreigners 


There is another class of names fre- 
quently used, like the Trust Company of 
America, Trust Company of the United 
States, the State Trust Co., Bank of the 
Commonwealth and the like. 

The idea that is thought to go with 
such names is that the institutions have 
some connection with the Government 
itself, either state or national. 

It is true that in neighborhoods where 
there are foreign populations, the pros- 
pective depositors are very likely to be- 
lieve that these are government institu- 
tions; and bringing with them their 
fereign ideas on the subject, are inclined 
to give such institutions the preference. 

By reason of this unconscious and un- 
intended deception, the banking depart- 
ments, both national and state, are *how 
inclined not to permit the use of names 
of that kind. 


How Name Must Be Established 


A eareful analysis of the various 
names used, and thorough consideration 
of the results accomplished by them, 
leads inevitably to the conclusion that 
the name chosen brings no business to a 
bank, and in the last analysis is merely 
one of convenience and euphony. 

After all, a name means only what is 
made of it after the bank has been es- 
tablished, and good will that has been 
produced by goed management. 

One might even call a bank the Alpha 
or Zeta National Bank of New York 
(which name would mean just as much 
as the names of most banks), and if 
that institution gave good service, built 
up a good will and acquired a fine repu- 
tation, the name would be quite as val- 
uable as any of the high-sounding ones 
which are now used from time to time. 

Jobn Smith is no less a man because 
he was not named Percival Burlingham. 

I know a man named Frank Brown 
and when I think of him, I always think 
of him as he is, irrespective of his name. 
I know another Frank Brown, but when 
I think of him I always think of him in 
a different way, because he is different. If 
the name were the significant thing, one 
would always think of both in the same 
way, but this is impossible because the 
personality of the individual is always 
present, and so it is with the name and 
the good will and standing of a bank. 

After all, as Shakespeare said a long 
time ago, “What’s in a name?” 

And the answer is “Just exactly what 
you make of it.” 


Robert O. Bonnell of St. Louis was 


recently elected president of the Morris 
Plan Bankers Association. 
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CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, game and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PATENTS _ 

Bankers and Attorneys having clients who 
wish to patent inventions are invited to write 
for particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer, 
724-9th St., Washington, D. 0. 6*-12 ti. 
PRINTING 
Omaha Printing Company, 18th and Farnam 
Sts., Omaha, U. 8S. A ithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti. 


SAFES—Used, Screw Door, Bank Safes, De- 


posit Boxes, Vaults, etc. John Murray, 126 E. 
Pearl Street, Cincinnati, Ohio. 6*—12 ti 


Steck Bill Straps 
Made of heavy Kraft 
Sanitary Adhesive 

aaemeen >on 

700 Bank , 

Write for 

Complete Catalog of 
: Cabinets 

The C.L.DOWNEY CO 

cl vasa ceane st 


SALESMAN 
WANTED: 


R the leading Bank Advertising 


Service in America. A business 
built on renewals—85%, of 1926 vol- 
ume renewed for 1927. Positively 
non-competitive on PRICE or QUAL - 
ITY:—The highest quality at low unit 
cost through immense volume. None 
but man of high character and proved 
dependability need apply. The man 
wanted must be as high-grade as the 
Service. No‘‘high pressure expert’’but 
a courteous and intelligent gentleman. 


PM. REED 
& Banker Associates 


‘TRIBUNE TOWER CHICAGO 


NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms. 

Ask for Folder B. M. 


DAVENPORT-TAYLOR Mrc. Co. 


412 Orleans St. 318 Little Sad 136 W. 43rd St. 
CHICAGO BOSTON WEW YORE 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 











Our Many Contacts 


—at your service 


GET 
THE 
FACTS 


Manufacturers are request- 
ed to send their latest cat- 
alogs, advertising matter, 
and all other data to “The 
Bankers’ Secretary.” 


BANKERS MONTHLY for DECEMBER, 1927 





ea a complete data 

file on the leading manufac- 
turers of bank supplies and devices 
would be an immense task for any 


institution. 


For us, however, it 


sity as well as choice. 
THE BANKERS MONTHLY we 


is a matter of neces- 


To properly edit 
must have 


contacts with the manufacturers. 


The information we have on file, and the 
information we are in a position to obtain, 
is yours for the asking, at all times. 


SIMPLY MAIL THE COUPON TODAY 


“THE BANKERS’ SECRETARY,” Banking Publications Department 
Rand MeNally & Company, 536 South Clark St., Chicago. 
Checked below are items I am interested in buying and about which I wish you to give me the 


latest information: 


D Accrual System 

OD Advertising, Direct Mail 

DO Advertising, Window Display 

D Architectural Service 

OBandit Resisting Fixtures 

OBlinds, Venetian 

OBoxes, Safety Deposit 

OBudget Books 

OBulletin Boards 

OCheck and Deposit Slip Dis- 
pensers 

OCheck Protectors 

OChristmas Savings 

ODesigners, Interior 

ODesk Guards 

ODesks, Bookkeepers’ 


ODoors, Vault Automatic Locking 
Device 

OEngraving 

OEnvelopes 

CiEquipment, Bank and Office 

OFiles 

OFixtures, Bank and Office 

OForms, Bank 

OGlass, Bullet Proof 

OHold-Up Alarms 

OInk 

OLedger Posting and Statement 

Machines 

OLining Equipment 

OLocks, Time and Combination 

OC Mechanical Posting Desk 





ONew Account Solicitation 

ONight Deposit Safes 

ONovelties, Advertising 

OPass Books 

OSafety Paper 

OSavings Banks, Home and 
Pocket 

OSigns, Outdoor 

OSigns, Indoor 

OSigns, Changeable 

OSystems, Machine Bookkeeping 

OThrift Posters 

OTrust Advertising 

OVault Reinforcing 

O Vault Systematizers 

C0 Wrappers, Coin 


This List Changes Each Month 


Also please send me information about— 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 








